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MANY LOCAL AUTO 
CHANGES ON OCTOBER | 


J. N. S. Brewster & Co., Inc., Appointed 
General Agents of Insurance Com- 
pany of North America 


J. L. MAUTNER STARTS AGENCY 








Caledonian Reorganizes Department on 
Branch Office Basis—Murphy 
Made Manager. 





Probably the greatest number of im- 
portant local automobile changes in 
one day since the business was start- 
el will go into effect in New York City 
on October 1. 

The Insurance Company of North 
America has appointed J. N. S. Brew- 
ster & Co., Inc., general agents of the au- 
tomobile department of ‘the company 
for New York City. 

The Caledonian Insurance Co., whose 
automobile business in New York City 
has been handled by J. N. S. Brewste> 
& Co., Inc., which connection has been 
terminated as of October 1, announces 
that on that date the company will 
start a metropolitan automobile branch 
office which will be in charge of Henry 
V. Murphy, who resigns on October 1 as 
manager of the automobile department 
of the J. N. S. Brewster & Co., Inc., 
agency. 

Sewall & Alden Resign 

Sewall & Alden, who have 
metropolitan general agents of the au- 
tomobile department of the Preferred 
Accident since that company entered 
the automobile field, have resigned as 
of October 31. 

J. L. Mautner, executive special 
agent of the General Accident and fo-- 
merly manager of the General’s New 
York office is repoztted to have re- 
signed from the staff of the company 
as of October 1, and has been appoint- 
ed general agent of the automobile de- 
partments of several fire insurance 
companies for New Jersey. 

Automobile men say these changes, 
coming coincident with the uniform 
manual and other activities of the Na- 
tional Automobile Underwriters’ Con- 
ference and the National Workmen’s 
Compensation Service Bureau, are being 
taken by the companies in preparation 
for the coming automobile season when 
a great many changes in automobile 
underwriting are expected to be effect- 
ive as a result of war and other con- 
ditions. 
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Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. 


SNOW, President 


Equal Protection for ALL Policyholders. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, 


Commissions, 


Explosion, 


Haii, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
ered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
tHaggage, Use and Occupancy, Windstorm, Full War Cover. 
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and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 


for all obligations. 


Service 
Expert advice on 
insurance problems. 


E. G. RICHARDS, Manager 
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subsidiary companies. 





SPRINGFIELD 


& Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 

! transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 

An agent of the SPRINGFIELD is 


not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 


fire insurance companies. 
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MEN TO JOIN LOCAL 
LIFE ASSOCIATIONS 


“Take Active Part and Be a Factor,” 
Says Haley Fiske to Super- 
intendents 
DISCUSSES VOSHELL ELECTION 
Recalls Former Attack Upon Compa- 
ny’s Special Policy—Praises 
Association’s New President 





An unusually interesting comment 
upon the election of J. K. Voshell as 
president of the National Association 
of Life Underwriters is made by Haley 
Fiske, vice-presiient of the Metropoli- 
tan Life. 

Mr. Fiske thinks Mr. Voshell will be 
a good president, advises agents to 
join local associations and doesn’t re- 
frain from making some observations 
on the attacks made upon the Metro- 
politan a couple of years ago by the 
New York City and some upstate local 
life underwriters’ associations. He 
says: 

To the Superintendents: The elec- 
tion of Superintendent J. K. Voshell as 
president of the National Association 
of Life Underwriters in the way in 
which it was done and in face of some 
underground opposition the source of 
which you can guess is quite a note- 
worthy event. Mr. Voshell was not a 
candidate and refused the place unless 
it came to him unanimously without 
effort on his part. The election stamped 
the disapproval by the National Asso- 
ciation of the attacks made upon this 
Company and its president by some of 
the local New York associations—at- 
tacks made in violation of association 
fraternal principles. If not that, the 
election was an act of reparation. The 
attack itself was fruitless and called 
forth a thing almost unprecedented— 
the passage of an act by the Legisla- 
ture to enable us to continue a low 
premium policy with but a slight in- 
crease, already made up by dividends 
after the third year. 

Under these circumstances the Met- 
ropolitan owes it to the National As- 
sociation to make Mr. Voshell’s presi- 
dency a success. We hope you and all 
of your staff will forthwith join your 
local associations, take an active part 
and be a factor in the representation 
of the local associations in the Na- 
tional Association. You can trust 
President Voshell to place his organi- 
zation high in public esteem and in 
the respect of life insurance agents 
throughout the country. 

HALEY FISKE, vice-president. 

Shortly after the crjticism of the 

(Continued on page 9) 
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Important Fraternal 
Insurance Decision 


DISAPPEARANCE OF INSURED 





Court Rules on Point Raised By Change 
of By-Laws—Facts in 
Case 

The Supreme Court of Iowa has just 
held in the case of Richey v. Sovereign 
Camp of Woodmen of the World that 
where a member disappeared, and his 
beneficiary claimed under presumption 
of death from absence, the society, 
which flatly took the position that it 
was under no liability until actual 
death were shown or payments were 
made for term of expectancy, thereby 
waived further proof. 

It appears that in March, 1895, the 
society issued a benefit certificate to 
Mr. Richey. This certificate was ac- 
cepted with a provision that it would 
be liable to forfeiture if the insured 
should fail to comply with’ the 
“conditions, constitutions, fundamental 
laws, and such by-laws as are or may 
be adopted” by the insuring society. 
Some four years after what is claimed 
to be the disappearance of Richey the 
by-laws were made by the society which 
provide that it shall be a binding con- 
dition of the certificate that; 

“The absence or disappearance of the 
the member from his last-known place 
of residence for any length of time 
shall not be sufficient evidence of the 
death of such member, and no right 
shall accrue under his certificate of 
membership to a beneficiary or bene- 
ficiaries, nor shall any benefits be paid 
until proof has been made of the death 
of the member while in good standing. 

“The absence or disappearance of the 
member herein named, whether ad- 
mitted heretofore or hereafter, from 
his last-known place of residence and 
unheard of, shall not be regarded as 
any evidence of the death of such 
member nor give or create any right 
to recover any benefits on any cer- 
tificate or certificates issued to such 
member, or on account of such mem- 
bership in the absence of the proof of 
his actual death, aside from and un- 
assisted by any presumption arising by 
reason of such absence or disappear- 
ance, until the full time of his life 
expectancy at the time he disappears 
according to the Carlyle Table of Life 
Expectancy, as compiled, and then only 
in case all assessments, dues, special 
assessments, and all other sums now 
or hereafter required under the laws 
of the State be paid on behalf of such 
member within the time required until 
the expiration of the term of such life 
expectancy. And the conditions of this 
certificate shall operate and be con- 
trolled as a waiver of any statute of 
any state or country or any rule of the 
common law of any State or country to 
the contrary.” 

The society contended that. this 
change in by-law was binding, but the 
trial court held otherwise. 

What Courts Have Decided About 

By-Law Changes 

In affirming a decision of the lower 
court in favor of the beneficiary un- 
der the policy, the Supreme Court said 
that quite a few of the Iowa reports, 
wherein changes of by-laws made after 
the insurance first becomes effective 
are upheld on the ground that the 
change made is a reasonable one; there 
having been an advance agreement to 
be bound by future changes, and that 
in the present case there was such an 
advance agreement. However, the 
question considered in this case was 
whether, though future changes are 
authorized by contract, a change which 
is either. unreasonable or violates the 
public policy of the State can be sus- 
tained, and whether the change as- 
serted here was either unreasonable 
or violative of statute or public policy. 

Mere general consent that the con- 
stitution and by-laws may be amended 
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will not authorize a change that de- 
stroys the vested right of the assured 
under his contract by subjecting him 
to a greater rate of assessment than 
the contract calls for. Such advance 
agreement may not reasonably be con- 
strued into an assent in advance to 
any change which the insurer may see 
fit to make in its constitution or laws, 
for instance, such as materially lessen 
the value of the policy by reducing the 
amount of the indemnity which its 
terms promise to pay. 


The most that the society may claim 
in the present instance was that it is 
very generally held that a by-law which 
interferes with no vested right and re 
lates merely to procedure or merely 
provides a rule of evidence was 
reasonable. 


The change which the association 
asserted to be a binding one ingrafts 
upon the original agreement a condi- 
tion that although the law of the State 


makes disappearance for a stated time 
presumptive evidence that the assured 
has died, such statute shall not be ef- 
fective, and that, moreover, no pay- 
ment shall be due no matter how long 
the disappearance has continued unless 
the premiums be paid for the number 
of ycars which form the expectancy of 
the assured. In the present case this 
meant that unless proof of death be- 
came available, payments under the 
certificate of insurance would have to 
continue for nearly 40 years longer 
and possibly for a time many years 
longer than there would have been ob- 
ligation to pay under the conditions 
of the original policy. Such a change 
the court held to be unreasonable and 
gave judgment in favor of the original 
plaintiff. 

Charles E. Phelps, former treasurer 
of the Equitable Life Assurance So- 
ciety, died of heart trouble a few days 
ago. He was fifty-three years old. 
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EQUITABLE 


Mutual in Principle and Practice 
Impregnable in Strength 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies 
Low Mortality Rate 
I Prompt epee of Death Claims 
Efficient Seoview to Pullavteebiecs 
Training and Education for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 





These are some of the advantages enjoyed by 
representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 
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Agents Draft War 
Clause For Company 


ILLINOIS LIFE MEN’S ACTION 


Amount Insured Automatically Reduced 
During War and Six Months 
After Discharge 
At a conference session of the agency 
organization of the Illinois Life and 
members of the $100,000 club it was 
decided to adopt a new war clause 

reading in part as follows: 
Military service, within continental United 


States, not involving aeronautics, shall not af 
fect the Company's liability under this policy. 


. The insured shall not in time of war engage 
in or take part in any military service outside 
of continental United States, and shall not, 


either within or without continental United 
States, engage in or take part in any naval 
service, or any aeronautic service in connec 
tion with either military or naval service. If 
the insured shall die from any cause, after 
engaging in or taking part in such prohibited 
service and prior to his. discharge from such 
service, or within six months after such dis 
charge, the liability of the Company shall, 
in either event, be limited to the legal re 
serve hereon (American Experience 31% per 
cent. basis) together with 10 per cent. of the 
amount which would have been payable if the 
insured had not engaged in or taken part in 
such service; provided that the liability shall 
in no case exceed the amount for which the 
Company would have been liable if the in 
sured had not engaged in or taken part in 
such service. 


Why It Was Done 


In giving the reasons for this changed 
war clause the Illinois Life says in a 
communication to the field force: 

“One of the most interesting and 
vitally important questions considered 
and discussed at the agency conference 
last month was that with reference to 
the handling of war risks. 


“It was the generally expressed opin- 
ion that the great majority of men 
liable for war service properly rely 
upon the Government insurance to 
cover them during the extraordinary 
risk of that service, and are rather 
indifferent to company insurance cov- 
ering the war risk. Registrants are 
however vitally concerned as to wheth- 
er no not the company in which they 
are considering regular insurance to 
cover the ordinary risks of human life 
is following such conservative lines as 
to make certain that no serious im- 
pairment would result from the _ par- 
ticipation of a large number of its 
policyholders in foreign military serv- 
ice. 


“Every man present heartily congrat- 
ulated himself and his company on the 
fact that every policy ever issued by 
the Illinois Life contains a protective 
war clause. The single extra premium 
of fifty dollars per thousand, contained 
in all Illinois Life policies issued prior 
to April the sixth, 1917, is an anchor 
to windward of sufficient strength to 
make certain that this company can 
safely outride the storm no matter how 
strong the wind may blow. 


“Owing to the fact that it is utterly 
impossible at this time to state what 
is an adequate extra premium to be 
charged for the extraordinary risk of 
war service outside the continental 
limits of the United States, and because 
the great majority of those in military 
or naval service will not be able to 
pay extra premiums, our agency or- 
ganization unanimously voted for the 
adoption of the new war clause, under 
which the amount insured is automa- 
tically reduced to ten per cent. during 
war service and for six months follow- 
ing final discharge, after which time 
the insurance is restored to the full 
amount without any action on the part 
of 'the insured. 


“In effect in adopting this new war 
clause we say to the new applicant, 
‘We are not attempting to cover the 
unknown risk of engagement in war. 
You are assured, however, of a certain 
fixed cash payment plus the legal re- 

(Continued on page 11) 
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Concede Two of 
Three Tax Amend- 
ments Asked in Brief 


POINTS 2 AND 3 HEDGES BRIEF 
Remove Chance of Double Taxation— 
Eliminate Penalty for Strength- 
ening Surplus 
the Associa- 
tion of Life Insurance Presidents, ap- 
peared before the Finance Committee 
of the United States Senate on Friday, 
September 13, at which time after 
making some oral statements he sub- 
mitted as part of his address a brief 
which became part of the record, which 
was printed in The Eastern Underwrit- 
er a few days later. The natural ex- 
pectation was that the brief would be 
taken up by the committee when it 
came to considering amendments, but 
the fairness and reasonable- 
ness of two of the amendments so im- 
pressed Washington authorities that the 


Job Hedges, counsel for 


evidently 


Ways and Means Committee recom- 
mended them to the House which in- 
corporated the amendments before 


passing the bill on the 20th. 

The Concessions 
The amendments made by the House 
covered points 2 and 3 of the Hedges 
brief. The first of these amendments 
specifically states that the new income 
tax rate is in lieu of the old rates un- 
der the 1916 and 1917 laws. In other 
words, the original bill, as presented 
to the House, failed to state that the 


new rate running from 12 to 18 per 
cent., according to the differential ap- 


plication, was in lieu of the old income 
with the result that there was 
that double taxation might 
imposed. 

Point 3 took up the question of the 
application of the differential in con- 
nection with the income tax rate. The 
bill provided that the tax on corporate 
income shall be 18 per cent. with the 
proviso that only 12 per cent. shall be 
charged on that portion of the net in- 
come which is distributed in dividends 
or in the liquidation of interest-bearing 
indebtedness. Life insurance com- 
panies, of course, have no bonded in- 
debtedness so that they could not come 
under that, and from the phraseology 
it was evident that dividends referred 
to were dividends to stockholders and 


taxes, 
a chance 
be 


not to policyholders. 
Liberty Bond Phrase 
Mr. Hedges pointed out in his brief 
the disadvantage from the point of 


view of public policy of putting a pre- 
mium on the distribution of net income 
in the case of life insurance companies 
instead of encouraging the addition to 
surplus of such amounts of net income 
as is necessary to conduct the _ busi- 
ness safely. He suggested that there 
be an addition to this section of the 


law giving the advantage of the lower | 


tax, also to that net income which 
should be invested in obligation of the 
United States issued after September 
1, 1918. The House Committee on 
Ways and Means recommended an 
amendment along that line be made 
and it was incorporated, the phrase 
being: “plus the amount paid during 
the taxable year in the purchase of 
obligations of the United States is- 
sued after September 1, 1918.” 

This leaves for the consideration of 
the Senate Finance Committee Point 4 
of Mr. Hedges’ brief in which he urged 
the need for an amendment to the es- 
tates tax section of the bill which was 
not changed by the House. 
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GO WITH CLEVELAND LIFE 
F.G. Johns and Other Representatives 
of Re-insured Intermediate Life 
Join Re-insuring Company 





F. G. Johns, secon1 vice-president 
and manager of the Intermediate Life, 
ot Evansville, which has been re-in- 


sured by the Cleveland Life, goes with 


the Cleveland Life as superintendent 
of agencies and will devote his tims 
and energies to Indiana and Illinois 


development. C. D. Williams, C. G. 
Ketcham and George Skelton will b2 
supervinses, assisting him. 

Howard S. Sutphen, vice-president of 
the Clocetaw! Life, said this week that 
the agency force of the Intermediate 
has gone with the Cleveland. 


Doesn’t Look For U. S. 
Inroads On Insurance 


LOVE 's CHICAGO 


Assistant Secretary of the Treasury 
Doesn’t Understand Agitation in 
Insurance Press 


7 BB TALK 


the American Life Con- 
vention last week caused more discus- 
sion or gave more satisfaction than the 
address delivered by Thomas B. Love, 
assistant secretary of the Treasury and 
head of the War Risk Bureau, in which 
he scouted the idea that the business 
of insurance is in peril as the result 
of “encroachments” by the Govern- 
ment. He said: 

“T have seen much agitation in the 
public press (but have seen little else- 
where) as to the meaning of the in- 
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surance activities of the Government 
and whether any further inroads upon 
the fields now occupied by private in- 
surance companies are to be made, and 
whether because of the activity of the 
Government there is to be an oblitera- 
tion of private industry. 
Administration Has Its Hands Full 
“In reply I personally can say that 
I have heard no tangible suggestion at 
Washington concerning the Govern- 
ment going into any branch of the in- 
surance business. Nothing that the 
Government has done to date can be 
construed to mean that such action is 
contemplated. The Administration is 
entirely occupied with the affairs it 
has on hand at the present time. But 
I have no doubt that if it is necessary 
in order to win the war to take over 
any business temporarily, such action 


would receive the warm approval of 
the nation. 

“I thoroughly believe in life insur- 
ance,” said Mr. Love. “I exalt it as a 
great institution and benefit to the 
human race. The trend of events has 
completely vindicated the life insur- 


ance business and proved it to be in- 
dispensable in war and peace.” 
Since the creation of the Bureau in 


October, 1917, 3,702,860 applications 
have been received, representing $32,- 


153,769,500 of insurance. These 
staggering figures. This is six 
one-half times as much life insurance 
as all companies, ordinary and indus- 
trial, had in force December 31, 1916. 
The amount of the average applica- 
tion is $8,684. 

When the Bureau was being create’ 
Mr. Love jsaid that the thought was 
freely expressed that not more than 
59 per cent. of the men in the service 
would apply for the maximum cover- 
age, and that the amount of the aver- 
age policy would be, at the most, $5,- 
000. He said that Secretary McAdoo 
alone stood out against the argument 
that none but the rich would buy this 
Government insurance, he having the 
opinion that all would buy and that 
the very large majority would apply 
for the maximum. The record shows 
that 95 per cent. have taken the full 
amount. 

The 
16.000 
000 a 


aca 
and 


Government is now receiving 
applications daily for $140,000,- 
jay. There is now every pros- 
pect that the present volume of bust- 
ness will be doubled within a year, 
perhaps six months. 
Correspondence Piles Up 

One of the difficult tasks of the Bureau 
is to anawer correspondence. This bur- 
den has been a severe one, and at the 
present time the Bureau is receiving 
10,000 letters a day. It has been nec- 
essary to establish and there is now 
in operation a school for the purpose 
of training those who are to become 
connected with the War Risk Bureau. 





NOT FRIGHTENED 
(From Hartford “Courant’’) 
That life insurance companies 
pot fearful of the outcome of the Fet- 
eral insurance idea is apparent from 
the action taken by some of the com- 
panies in urging ‘heir agents to take 


are 


no part whatever in a campaign 
against what has been termed “social- 
istic propaganda.” Full confidence is 


of the country 


expressed in the peopl 


and the spirit of the Government In 
looking after the welfare of the sol- 
diers and sailors as concerns life in- 
surance, 

That the views of the Metropolitan 
Life recently printed in which the 
superintendents were asked not to 
write to Senators and Congressmnen, 
are those of at least one of the biz 
Hartford life companies is known. It 
ie felt that ‘he system adoptel by the 
Government in its protection for men 
in the service is sound, and is work- 
ing out in an excellent manner, and 
life insurance companies, at least some 
of them, do not feel that the time is 
now at hand for criticism of the Gov- 


ernment or its methods. 
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In these times when our Government 
is using every effort to carry its great 
war program to a successful conclu- 
sion, it would be unpatriotic to raise 
purely technical objections to any 
method Congress shall adopt for financ- 
ing the expense. It is permissible how- 
ever, to discuss the events of the vari- 
ous proposals, now being considered 
in Congress, and which it is sought to 
incorporate in a revised revenue law. 

One of these proposals has to do with 
the proceeds of life insurance policies; 
and is of real concern to those engaged 
in the life insurance business, as well 
as to a large class of holders of life 
insurance policies. I refer to the pro- 
posal to impose a Federal tax on the 
proceeds of life insurance policies, 
when such proceeds shall exceed a 
specified sum 

The alleged purpose of this proposi- 
tirn is to prevent men of great wealth 
reducing, by means of large insurance 
policies, the amount of Federal Estate 
Taxes their estates will have to pay 
upon their death. 
Revision Will Increase Rates 


In view of the fact that any revision 
of the Federal Estate Tax Law almost 
certainly will contain largely increased 
rates, it is feared that the temptation 
to use life insurance as a means of 
evasion, will be enhanced and ‘that, 
consequently, the Government will be 
deprived of taxes which it otherwise 
could have collected. Under the exist- 
ing law, the proceeds of life insurance, 
paid to the estate of the insured upon 
his death, become part of such estate 
and are properly included in its valua- 
tion; but the proceeds of policies on 
the decedent’s life, made payable to 
beneficiaries, other than his estate, 
have never belonged to the decedent 
during his life time and do not form 
nart of the estate he leaves upon his 
death. This distinction, time and again, 
has been emphasized by court decisions 
fn cases where an attempt has been 
made to reach such proceeds to meet 
obligations of, or charges against, a 
decedent’s estate. Both the Federal 
and various State Governments have 
always made this distinction in assess- 
ing inheritance taxes. 

It would not seem reasonable there- 
fore to suppose that Congress would 
attempt, by legislation, to treat the 
proceeds of policies payable to individ- 
uals, no matter how large, as part of 
the insured’s estate and as such, sub- 
ject to a tax upon the transfer thereof. 
Yet that is precisely what the bill pro- 
posed by the House Committee on 
Ways and Means attempts to accom- 
plish. 

Section 402 of Title IV of the pro- 
posed bill provides in effect that, in 
determining the taxable value of the 


gross estate left by decedent, the 
amount of insurance on decedent’s life, 
taken out by such decedent in excess 
of $40,000, and receivable by any ben- 
éficiaries, shall be included in such tax- 
able estate. 

In other words, although the _ pro- 
ceeds of such policies are paid by the 
insurance company directly to the ben- 
eficiaries named therein, and, conse 
quently, never actually form part of 
the insured’s estate, such proceeds 
must be considered a part thereof; 
and Section 407 provides that said 
estate must pay the tax imposed on 
the transfer thereof. 

Section 408 of the same Title pro- 
vides that the executors or adminis- 
trators shall have the power to recover 
from such beneficiary or beneficiaries 
the proportionate share of the tax paid 
by the estate. 


Taxation Powers Limited by Constitu- 
tion 

In discussing various Federal taxa 
tion schemes, it is too frequently for- 
gotten that the powers of Congress 
to tax are limited by the Constitution 
and that any legislation which tran- 
scends such limits is void. 

A closer scrutiny of the proposed 
sections 402 and 408 discloses the fact 
that, as framed, they clearly exceed 
these constitutional limits, at least, in 
the following respects: 

Ist. They violate Section 8 of Article 
I which prescribes in effect, that all 
duties, imports and excises shall be 
uniform throughout the United States. 

2nd. They impose what is, in effect 
a direct tax on property, contrary to 
the prohibition of Section 9 of the same 
article, which provides that no capi- 
tation or other direct tax shall be laid, 
unless it is apportioned among the 
States in proportion to the population. 

That the tax imposed by the pro- 
posed law on the proceeds of policies, 
receivable by beneficiaries other than 
the estate of insured, cannot be uni- 
form will be demonstrated by the fol- 
lowing examples: 

EXAMPLE I 

A dies leaving a_ gross” estate 
amounting to $500,000 including $200,- 
000 of life insurance (in excess of $40,- 
000) payable to beneficiaries other than 
the estate; after deducting the pre- 
scribed $50,000 exemption, the net es- 
tate subject to the Federal Estate Tax 
amounts to $450,000, the tax on which, 
according to the increased rates, would 
be $40,500, which the executor must 
pay; under section 408 he could then 
recover from the recipients of the 
$240,000 life insurance the sum of $17,- 
982. In other words the recipients of 
the insurance proceeds would be ob- 
liged to contribute about 44 4-10 per 
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cent. of the entire tax paid by the 
estate, although they might very pos: 
sibly have no interest in insured’s 
estate. 

EXAMPLE II 

B carries the same amount of in- 
surance as A_ ($240,000) payable to 
beneficiaries other than the estate, but 
dies leaving a net estate (including the 
$200.000 excess insurance) amounting 
to $5,000,000; his executor pays an es- 
tate tax amounting to $1,023,000 of 
which, under the proposed Section 408, 
the recipients of the $240,000 insur- 
ance must contribute $40,920 irrespec- 
tive of whether or not such recipients 
benefit from rest of the estate. 

The foregoing two examples are suf- 
ficient to demonstrate clearly that a 
method of taxation, which taxes prop- 
erty in the hands of one individual 
about 7% per cent., and property of 
equal value in the hands of another 
individual about 17 per cent., is not 
uniform. The same lack of uniformity 
is evident even if the proposed tax is 
treated as part of the transfer tax to 
be paid by the estate, irrespective of 
its eventual recovery from the insur- 
ance beneficiaries; since the amount of 
such tax is bound to vary according 
to the amount of such insurance car- 
ried by the decedent, and not according 
to the value of the actual estate left 
by him. 

It seems to me equally clear that, 
since Section 408 empowers the execu- 
tor to collect from the beneficiaries 
what is virtually a direct tax on prop- 
erty already in their possessions, it 
violates the Constitutional prohibitions 
as to direct taxation; surely Congress 
cannot empower another to do what it 
is prohibited from doing itself. 


The Practical Point of View 

But let us leave the Constitutional 
aspect of the proposition, and view it 
from a purely practical point of view; 
let us see how these proposed sections 
of the new revenue law would operate 
in practice. They were evidently 
framed on the assumption that all life 
insurance policies, taken out by an in- 
dividual on his own life, are payable 
in one sum to a designated beneficiary, 
who is either the wife or direct heir 
of the insured; whereas the fact is 
that a vast amount of life insurance is 
now being carried, which does not fall 
within this category. There is the 
policy where the beneficiary is either 
a partner in business, a creditor, a de- 
pendent who may be distantly, or not 
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at all, related to the insured. There 
is the policy where the proceeds are 
payable in the form of an annuity, or 
part annuity and part instalments ex- 
tending over a_ specified period; or 
where the proceeds, at the option of 
the beneficiary, shall be retained by 
the insurance company and the inter- 
est earned thereon paid to such bene- 
ficiary. In any one of such cases 
while it would be practicable’ to 
arrive at the value of such insurance 
for the purpose of including it in the 
valuation of decedent’s taxable estate, 
jit would be found practically impos- 
sible for the executor to recover from 
the beneficiary the tax he had paid 
thereon. 

Under such circumstances, should 
the executor be compelled to pay out 


of estate funds a tax on the transfer 
of property not belonging to the es- 
tate, and from which the estate will 
receive no benefit? 

It is perfectly conceivable that the 
estate might be so small as not to 
have sufficient funds to meet the tax 
on the insurance 

A Futile Tax 
It would seem therefore that an at- 


proceeds of life in- 
receivable by a_ ben- 
the estate of in- 


tempt to tax the 
surance policies 
eficiary other than 
sured by means of the estate tax, is 
both unconstitutional and impractical. 

To attempt to tax such proceeds un- 
der the income tax amendment to the 
Constitution would be equally futile, in 
the light of the principle laid down 
by the United States Supreme Court 
in Towne vs. Eisner. The proceeds of 
life insurance policies matured by 
death, cannot be made to come within 
the terms of any accepted definition of 
income. . 


There is of course one method of 
taxing the transfer of life insurance 
proceeds by whomsoever received, 


which would not be open to Constitu- 
tional objections: Congress could levy 


thereon a flat or graded excise tax. 
This tax however the insurance com- 
panies would have to pay, so far as 


all existing policies which shall here- 
after mature are concerned. Such a 
tax could not of course be deducted 
from the proceeds of maturing con- 
tracts and consequently, its payment 
would impose an additional expense 
charge on the insurance company in- 
volved. A burden in which all the par- 
ticipating policyholders of the company 
would share. 


Discourages Thrift 

Such being the case, the avowed pur- 
pose of the Ways and Means Commit- 
tee to reach only the large policyholder 
would not be accomplished. Whether 
the revenue raised by such a tax would 
be sufficient to warrant the placing of 
this additional expense burden on the 
life insurance companies is open to 
grave question. To increase the cost 
of life insurance is to discourage thrift. 

It is perhaps unfortunate that the 
underlying principles of life insurance 
seem to be so little understood by our 
legislators. 

The erroneous impression that the 
proceeds of life insurance are a gain 
or profit to the recipient, is only too 


prevalent. The fact that its real func- 
tion is to replace loss and thus repair 
waste is ignored. It is axiomatic that 


the wealth of a nation is measured by 
the productive power of its citizens. 
Loss of productive power means loss 
to the nation’s wealth. It is in miti- 
gating this loss that life insurance fills 
such an important place in the eco- 
nomic fabric of the United States. 

Any method of taxation that tends 
to hamper the functioning of this es- 
sential element of national wealth pro- 
duction, should be avoided if possible. 
That an excise tax, which increases the 
cost of life insurance to every policy- 
holder, would have this result, can not 
be successfully denied. 

As I have already pointed out, the 
burden would fall not on the large 
policyholder alone but upon every 


policyholder in the company paying the 
tax; this would be so irrespective of 
any exemption as to the amount to 
be taxed. 


Government Would Lose Revenue 

It is conceivable that an exemption 
from the tax, of $40,000 or $50,000 in- 
surance on any single life, would re- 
sult in many companies refusing there- 
after to issue insurance in excess of 
the exempted amount on any one life; 
while this would not prevent an _ in- 
dividual from largely exceeding the 
exemption, by taking out the limit with 
several companies, it would deprive 
the Government of any revenue from 
that source as far as future insurance 
is concerned. 

As a practical proposition therefore, 


any attempt to raise revenue by tax- 
ing the proceeds of large life insur- 
ance policies, would seem not to be 


worth the effort expended. 
Need of Ready Funds in a Crisis 


There is another aspect to the pres 
ent proposed provision to tax life in 
surance proceeds under the Estate 
Tax, which is well worth consideration 
by Congress. The enactment of such 
a provision, although it is practically 
certain subsequently to be declared 
unconstitutional by the courts so far 
as individual beneficiaries are  con- 
cerned, will tend to discourage what 
has become a new and important fune 
tion of life insurance. I refer to the 
use of the life insurance policy to 
provide the fund with which to pay 
the Federal and State’ inheritance 
taxes. Manifestly, it should be the 
policy of the Government to encourage 
any legitimate method of economically 
providing ready funds for this purpose. 
The inheritance tax laws impose upon 
all estates of appreciable size the neces 
sity of raising, within a limited time, 
a considered amount of cash with which 
to settle taxes; the estate cannot be 
distributed until this is done 

Unlike other taxes, the exact time 
when this obligation to the Federai 
and State Governments will mature, 
cannot be known in advance, conse- 
quently the possessors of such estates 
are confronted with the alternative of 
either leaving to their executors or 
administrators the task of raising the 
necessary amount by the forced sale 
of investment securities, under what 
may easily prove unfavorable market 
conditions, or of providing a cash fund, 
which shall at all times be ready to 
meet the emergency of death Obvi 
ously from any point of view, the most 
economical way of providing this fund 
is the life insurance policy. <A very 
large amount of life insurance has been 
issued for this purpose, and it would 
surely seem against public policy for 
Congress to do anything to discourage 
its extension. 

On the contrary, Congress could 
better afford to exempt from the op- 
eration of the Estate Tax the proceeds 
of life insurance policies made payable 
to a decedent’s estate where it is ex- 
pressly provided that such proceeds 
shall be applied to the payment of in- 
heritance taxes. 

The Wealthy Man 

It may besuggested that in discourag- 
ing the taking out of large insurance 
policies for the purpose of lowering 
inheritance taxes, the wealthy man will 
be induced to invest more largely in 
Government securities, which are read- 
ily marketable and presumably con- 
vertible into cash at a very slight de- 


preciation. At first glance this sug- 
gestion seems plausible; but on an- 
alysis its merit largely disappears. 
The expressed purpose of the Gov- 
ernment in all so-called Liberty Loan 
campaigns, has been the widest dis 


tribution possible of its bonds and the 
prevention, so far practicable, of 
their being bought and sold in the open 
market. <A sale at any one time of a 
large block of Government bonds, tends 
to depreciate the price and disturbs 
public confidence. A substantial part 
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of a man’s estate, invested in the tax 


exemption bonds, would mean an ap- 
preciably smaller income tax during 
his life time than if he held other in- 
vestments. 

I have endeavored within the brief 
space permitted to an article of this 


kind, to point out some of the objec 
tions, both legal and practical, not only 
to the provisions regarding life insur- 
ance proceeds contained in Section 402 
and 408 of the pending bill, but to any 
measure of taxation that tends to place 
an embargo on an important element 
of thrift in the community. In_ this 
connection, it will not be irrelevant 
to touch on that provision of the pro- 
posed Income Tax Law, which differ- 
entiates the premiums paid on so-called 
business insurance from other operat- 
ing expenses, and prohibits the deduc 
tion of such premiums, in figuring tax- 
able income. 

The principle of this provision, like 
a similar provision in the present law, 
was to close what was thought by Con 


gress, would afford a tempting avenue 
of escape from a part at least of the 
income and excess profits taxes im- 


posed on large corporations and other 
business concerns. 


Innocent Will Suffer 
There can be no question that this 
prohibition will fulfill its purpose; but 


at what a cost to the innocent as well 
as the guilty. I submit that, as a prac- 
tical proposition, the prohibition could 
have been so worded as to reach the 
would-be tax doger without penaliz 
ing the patriotic and industrious busi 
ness man. That the cost of adequate 
business insurance is a legitimate, not 
to say necessary, operating expense of 
a business concern, has long been ad- 
mitted by the various State Courts; as 
much so, as reasonable salaries, rent 
and other expenses of conducting a 
successful business. 

The payment of excessive salaries, 
us a means of reducing the taxable 
incomes of business concerns, has been 
covered by giving the Internal Revenue 
Department discretionary powers in 
the matter; it is difficult to perceive 
any practical objection to treating ex- 
cessive business insurance in a similar 
manner, 

To make no distinction between life 
insurance, taken out to protect a busi 
ness concern’s credit or solvency, and 
high premium insurance for amounts 
in excess of the legitimate needs of the 


insurer, with the manifest purpose of 
evading the tax, is surely unreason- 
able, not to say uneconomic. 


It is to be hoped that Congress will 
see the advisability of making this dis 


tinction in any future legislation it 
shall enact 
STAFF PRESENTS CUP 
On Wednesday the staff of the Jos. 
D. Bookstaver general agency of the 


Travelers presented to Mr. Bookstaver 
a handsomely engraved silver loving 
is an appreciation of his efforts in 


cup: 

their behalf The presentation was 
made on the oceasion of inaugurating 
the Fourth Liberty Loan campaign in 
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which the staff will endeavor to better 
the record made in the previous cam- 
paigns, 
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An Agent’s First 
Big Case Depicted 


NOT SO HARD AS IT LOOKED 


W. S. Wolfson, of Kansas City, Reflects 
Torments He Went Through— 
Finally, Won Out 


W.S. Wolfson, a clever and unusually 
successful life of Kan- 
sas City, who represents the Equitable 


insurance man 


of Iowa. reflects memories which are 
held by many life insurance men in 
some observations he has written for 


The Eastern Underwriter about his first 
big case. 
“My first big case,” he says. “Oh, the 


loss of 


Who but he who remembers the first 


leep!” 


entered public school as a chap 
age can picture 
Stage fright! What 
significant way of trying to enlighten 
the hardened solicitor of the feeling of 
the fear that grips the heart when mak 
ing that first call. The devil incarnate 
is everything good by comparison to the 
bugaboo you have enlarged upon as to 
the reception this man—after all a 
mere man—is going to give you who 
feel like a speck on the surface of the 
universe, and, yet, you have the ef- 
frontery of presuming cn the valuable 
time of this colossus of business af- 
fairs. But you screw up your 
ask for him and, as with most public 
speakers, so with you when in his 
august presence, low and behold, you 
find yourself, and, to your surprise, you 
find the bigger and broader the man 
the easier the subject of your business 
may be discussed and the more busi- 
ness-like will the interview become. 
But, that awful but! What a man’s 
sized job you are tackling becomes 
more and more apparent as_ time 
goes on, 

Men of big business, in the middle 
west here at least, have become leaders 
because they can draw the other fel- 
low out and yet not give you one kernel 
of encouragement; so, assuming always 
that we know what we are in his pres- 
ence for we must have two things al- 
ways in mind: 

First— That while the prospect may 
not know it experience has shown me 
that the more often he—the Big Cas> 

gives me his time the more he is 
mentally entangling himself in the net 
which means the application. Second 

Remember we are a long ways from 
the millenium and my stock expression 
“prospects are not throwing their arms 
around us when seen and telling us we 
are the very friend they are waiting 
for” but, truthfully, What really large 
sized man, not physicaily, but brainy, 
ever carried his thoughts on the sur 
face, so like the fellow who proposes 


day he 


of six jears of your 


feelings” an in 


nerve, 


we must turn that “No” into that word 
of joy, “Yes.” 

How to do so? Man know thyself. 
Man know thy profession. For to me 
life insurance salesmanship is on a 
plane with other professions. To re- 
vert back a little. Do not call on a 
man who is able to buy life insurance 
in large amounts without having a con- 
crete idea of what you intend to say 
and fully as important, what you intend 
to offer. I fully believe that first im- 
pressions are lasting impressions and 
the first remarks may be the making or 
the breaking of what is to end only 
with or without that which is desired, 
the application. 

My reception of course, it was not 
cordial though not exactly brusque, but 


cold, calculating and entirely distant. 
Usual answer, “Have all the life insur- 
ance I want; what do I need with 
more,” ete 


But Mr. Big Man while you are talk- 
ing we are taking your measure, gain 
ing our self-confidence, poise, and be- 


fore you have finished your business- 
like remarks we are ready to reply and 
give you a broadside with a punch in 
it, that consciously or unconsciously 
compels attention. 

It is the little thing that closes the 
business. Why carry you through the 
loss of nerve, sleep, the racking days 
of uncertainty, the many calls, until it 
became apparent to me that in order 
to do or not to do, it devolved upon 
me to take the bit between my teeth 


With a final determination to win or 


lose I called on my first big case once 
more and put this thought into word 
as follows: “Mr. Blank I take it that 
a man of affairs as big as you are 

not playing horse with me, but mean 
busines “Yes, but I have not time to 
ro into the matter now.” “No, well, 


some day you will have to find time to 
answer the call of the grim reaper. Ten 
minutes now will close this affair. We 
have covered all points fully and now 
is the time to get busy. If this were a 
deal in connection with your particular 


line of business would you put it off? 
No. , Well then we will fix this up 
now.” And we did. 

VERMONT LIFE MEN MEET 





State Association Elects Officers at 
Burlington Session—W. R. Bliss 
Made President 
At the annual meeting of the Ver 
mont Life Underwriters’ Association 
held recently at Burlington, W. R 
Bliss, of that city, wa lected p j 
dent The other officers elected are 
H. A. Butler, Burlington, vice-presi 


dent; A. C. Mason, Ruthland, secre 


tary; and R. S. Pike, Ruthland, treas- 
urer. 

J. T. Trombley, general agent at 
Springfield, Mass., of the Mutual Ben 
efit, was the principal speaker at the 
meeting. It was decided to hold the 
mid-winter meeting of the Association 


at Montpelier. 











Organized 1871 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1917: 
| NS. acacncstvedsaciabdabaabaneion séouce boddevs so adeeKennebedkeseaoeseinesen $ 16,560,439.04 
EE soveneese pebnarhsies iikasheecetbabeueeaennns 14,343,626. 
Capital and Surplus 
ID SNE MENIIIIINL si dicen ienl l ceehabaiini eR ents dba eeep hed eseacamseonaeetaii 790, 562.' 
Payments to Policyholders since Organization ........cccccccsesececccecce 19,612,616.08 
ES DAFIAE 1S TOPO CN aie iici ccc cccccctsscccesvensscsece 1,500,000.00 annually 
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REASON Our 
Policies Sell 


UR POLICY CONTRACTS contain 
all provisions consistent with safe 
underwriting and are guaranteed by a de- 














posit of the full. legal reserve with the 
State. Our promises are all in our con- 
tract. Good centracts for up-and-doing 
agents. 


THOMAS J. OWENS, Pres. 


DR. ALBERT SEATON CLAUD T. TUCK 
Vice-Pres. & Med. Dir. Secretary 
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agent’s morale and chance of success. 
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Great Policyholders 


THE UNION 


Jesse R. Clark, President. 


_THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
he Institution he represents. 


the 
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company. 


their 











Four big success factors in the work of the Union Central Agency Force are: 
The GOOD WILL created by farm loan investments, The SHCURITY of the non-fluctuating, panic and war 
developing the Country’s agricultural resources, and proof investments, limited to first mortgages on carefully 


thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
iari appellation—the 
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The stronyver the rear guard, the greater the 


selected cultivated farms, and U. S. Liberty Bonds. 
The SAVING enjoyed by policyholders in premium de- 


posits, the result of the Company’s superior earnings, 
favoralle mortality, and economy of management. 
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Provident agents find that in these war times it is not 
difficult to convince a man he is not carrying sufficient 
insurance. 


Provident Income Insurance is easy to sell 


Write for Information 


THE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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What Is Group Insurance? 


By J. A. Peck, in “The American Hatter” 


An article based upon the insurance by the Travelers of a group policy for the Knox 
Hat Company 














Group insurance is help insurance. 
Group insurance is the modern em- 
ployer’s way of saying to the people 
he employs: “You are helping me and 
I want to help you. The longer you 
work for me, the more valuable you 
become, and the more appreciation I 
wish to show.” 


It does not take any deep knowledge 
of either economics or human nature 
to realize that employes who are con- 
vinced of such an attitude, and who 
are perceiving its material benefits, 
will have a deeper loyalty for their 
employer, as well as a very natural 
wish to hang on to that job as long 
as they can. 


And every employer knows that it 
is the old reliables, not the new and 
constantly shifting element in his la- 
bor, that permit dependable produc- 
tion. 

Briefly, group insurance is life in- 
surance which the employer takes out 
for all his employes, he paying the 
premiums and the insurance remaining 
in force while the employe holds his 
job. When an employe leaves, except 
when due to illness, the insurance is 
cancelled and the employer is given 
credit for the unearned premium. 


How It Encourages Long Service 


Group insurance invariably tends to 
encourage longer, steadier service. 
Aside from the natural desire to re- 
main in an employment that is con- 
genial and remunerative in an unusual 
way, the plan automatically offers in- 
creasing inducements with long serv- 
ice. Here is a typical plan: 


Period of Service Insurance 
Six months but less than one year $500 
One year but less than two. years... . OO 
Two years but less than three years.... 700 
Three years but less than feur years.... 800 
Four years but less than five years...... 900 
Five years but less than six years.... 1,000 


Six years but less than seven years..... 1,100 
Seven years but less than eight years.... 1,200 
Fight vears but less than nine years.... 1,300 
Nine years but less than ten years...... 1,400 
Ten years and over..(maximum).......... 1,500 


This plan involves no expense on 
account of the transients and puts a 
premium upon length of service. 

Each employe is permitted to name 
his own beneficiary. Each is given a 
certificate showing the amount of his 
insurance, the plan of increase and the 
name of the beneficiary. An annual 
announcement of increase in insurance 
is mailed to his home. 


When employes leave they may, with- 
out a medical examination, take other 
insurance in place of the group insur- 
ance which is cancelled by their leav- 
ing. 

If an employe becomes permanently 
and totally disabled, there are no more 
premiums payable, and the insurance 
is paid during the disabled one’s life- 
time in either a lump sum or annual 
installments at the employer’s option. 


The Family Influence 


Employes are largely influenced by 
the family; group insurance reaches 
the family, the certificate is in the 
home, the annual announcements of 
increase go to the home. The wife has 
a warm regard for an employer who 
insures the dependents of his employes 
against that critical period following 
the loss of income through death. 
When an employe talks of quitting his 
job for trivial reasons he encounters 
opposition from the home. 

Group insurance is inexpensive. The 
average cost is not usually over two 
cents per employe per day. Not much 
of an improvement in spirit is needed 
to regain this in efficiency. 

It is characteristic of the Knox Hat 
Company to be at the forefront in a 
progressive movement. Therefore, it 


is not surprising to find this company 
one of the first hat manufacturers to 
turn to group insurance as a means 
of bettering relations with employes. 
In fact, the new president of the Knox 
Hat Company, Fletcher H. Montgomery, 
is probably the very first official of a 
hat manufacturing concern to adopt it. 
When he was treasurer of the Crofut 
& Knapp Company, at South Norwalk, 
Conn., he was instrumental in taking 
a group insurance policy in The Trav 
elers Insurance Company, of Hartford, 
for the benefit of the employes of this 
progressive concern. 

The results, as shown by improve- 
ment in labor conditions, were such 
that one of Mr. Montgomery’s first im- 
portant moves after he became presi 
dent of the Knox Hat Company was 
to take a group policy with The Trav 
elers Insurance Company, identical 
with the policy of the Crofut & Knapp 
Company. 

This policy became effective on Feb 
ruary 12th, 1918, and applies to all 
employes of the Knox Hat Company of 
six months’ service or more, from the 
president down. The announcement 
was made to the employes at an enter- 
tainment and dance given at the fae 
tery at Grand Avenue and St. Mark’s 
Avenue, Brooklyn, on Lincoln's Birth 
day. 

A Popular Policy 

At the entertainment at which the 
certificates were given out, a gray 
haired employe called Mr. Montgomery 
aside and said to him, “I could not 
believe this thing until I read over this 
certificate. The Knox Hat Company 
has the same as given my wife $1,000." 
Another employe, a_ foreigner, told 
Mr. Montgomery that he had worked 
for the Knox Hat Company for fifteen 
years and he should work for it a 
long as he lived. Mr. Montgomery re 
ports that the group insurance is the 
talk of the ward in which the factory 
is located. 

Group insurance has been found to 
be an investment rather than an ex 
pense. Several internationally known 
concerns have tried group insurance 
on a part of their forces, and com 
pleted the coverage 

It has been called “the greatest 
modern development of practical eco 
nomics,” 

So far we have considered the benefit 


to the employer. There is much to be 
said from the standpoint of the em- 
ploye. It is a fact that practically 
every death claim paid under a group 
insurance policy relieves a distressing 
situation. While this was being writ- 
ten, a New York manufacturer tele- 
phoned that one of his employes was 
dying, and that the undertaker who 
had been called would not take the 
case without word from The. Travelers 
Insurance Company that there would 
be funds available to pay the bill. 

The statistics of the charity organi- 
zations in the large cities show that 
the great majority of charity cases oc- 
cur during the first year after the 
death of the wage earner who has been 
providing It is a fine thing to take 
care of employes’ dependents during 
this critical period. giving them an 
opportunity to readjust themselves to 
the new conditions 


FRANKLIN’S WAR CLAUSE 

The Franklin Life has made the fol- 
lowing change in its war clause: 

“of This unrestricted as 
to travel, residence, occupation and 
cause of death, except as follows: If 
the insured shall engage or take part, 
voluntarily or otherwise, in any branch 
if military or naval service in time of 
war and shall die from any cause prior 
to discharge from such service, or if 
the insured shall die as a result of 
uch service within six months after 
such discharge, the liability of the 
Company shall in either event, be lim 
ited to the amount of premiums paid 
hereon; or, if within one year from 
date of issue the insured (whether 
sane or insane) shall die by self-des 
truction, the liability of the Company 
hall be likewise limited to the amount 
of premium paid hereon subject to the 
foregoing limitations of liability, this 
policy is incontestable after one year 
from date of issue except for failure 
to pay premium when due.” 


policy is 


NOW LOUIS LANE 
Pursuant to a court order of Justice 
Ford of the Supreme Court of New 
York State, Louis Lichtenstein, agency 
manager of the Equitable, Rooms 821 
§22, Equitable Building, New York, 
has taken the name Louis Lane 














Service—First, Last, and Always 


The agent who is selling insurance in a company which for sixty-seven years has 
been rendering unexcelled service, does not 
will find enthusiastic friends ready to bear witness that there is no better company 
in the land than the old Massachusetts Mutual. Our enviable record for service in 
the past and the low net cost of the perfect protection we furnish, make a com- 
bination that assures success to any real worker in the field. 


Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


work alone. Wherever be may be, he 














54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 














The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 





Pracucal Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














General Agent Nel- 
Life Insurance son, of the Equita- 
asa ble of Iowa, in Deca 
Career tur, Ill, discussed 
“Life Insurance as a 
Career” in a talk before an agency con- 
vention of the Company. The question 
of whether it is a profitable career was 
answered thus by Mr. Nelson: 
“Ordinarily the man who wants to 
discuss first the compensation of a bus- 
iness is not the man one wants to Iin- 
terest in life insurance as a_ profes- 
sion. Every man has a right to expect 
adequate compensation, but he has no 
right to expect it except upon the basis 
of good service in a business he likes. 
It is after all the most important 
thing to discuss, and yet it is the last 
one to consider. A man can do just 
two things with money- first, he can 
pay his way as he goes, and second, 
be can lay it aside, that is, he can 
create an estate. It matters not how 
much a man may try, he cannot pos- 
sibly find other uses for money than 
these two. In the life insurance bus 
iness, therefore, a man is entitled to 
u remuneration which will first of all 
pay his way. That is, his immediate 
needs and those of his family must be 
of paramount importance, Their daily 
food and clothing, their schooling and 
their entertainment; in fact, the whole 
realm of daily necessities and pleasures 
must be supplied as a part of a man’s 
compensation. But no normal man is 
satisfied simply to stop here. He must 
satisfy that fundamental instinct of all 
animal life, namely, the creation of an 
estate. The squirrel gets his food from 
day to day during the food season, but 
he creates an estate by putting the 
ruts in the ground or hiding them in 
the tree, and thus he lives on his estate 
during the winter. Many of the lowly 
animals of the earth gorge themselves 
during the prosperous season and lay 
on enough fat to furnish food during 
the days they hibernate. And so it 
might be illustrated throughout the 
whole list of animal life, except for 
those animals which have great power 
ot locomotion to take them from one 
food district to another, and it will be 
seen that a fundamental instinct is 
that of creating an estate. Life insur 
ance has a form of compensation for 
its men which adjusts itself at once to 
those two uses of money. By its fizst 
year commissions it gives the man the 
opportunity to pay as he goes; by its 
renewals it enables him to satisfy that 
other use of money, namely, the cre- 
ation of an estate. By understanding 
clearly this idea of compensation you 
are at once interested and it does 
much to overcome the difficulty that 
you have in persuading yourself to take 
up a work which is on a purely com- 
mission basis when the immediate 
temptation is to take the salaried po- 
sition, which offers a definite solution 
to a man’s immediate need of paying 
his way as he goes. Comparing the 
possibilities of a purely commission 
business with the certainties of a sal- 
aried compensation, you see this be- 
cause it touches a responsive chord, 
or a native instinct, which is in all nor- 
mal men. Thousands of good men are 
wasted in a business of absolute and 
definite compensation who would make 
tremendous successes on a form of 
compensation which satisfies both the 
needs of money, namely. current nec- 
essities and estate creating.” 
* os * 


Four pertinent 
about life 


points 
Four Points insurance 
Made by 


a Doctor 


were made by Dr. W. 
A. Evans, of the Amer- 
ican Publie Health 
Association, in addressing the Amer- 
ican Life Convention, They were these: 


1.-During the last quarter of a cen- 
tury just preceding the great war the 
cost of nearly everything went up. The 
ccst of insurance went down. 

2.—Almost in proportion as the coat 
of insurance has gone down the cost of 
annuities has gone up. 

3.—Restrictions on insurance are be- 
ing lifted from time to time. Conserva- 
tive companies are gradually invading 
territory from which they were barred 
by high death rates—geographical dis- 
tinctions. New groups are becoming 
insurable—occupational, vac» and al- 
lied restrictions. 

1.--In 30 years, 1880 to 1910, the per- 
centage of the total population carry- 
ing insurance rose from 0.9 to 6.5, and 
the number of insured persons in 1914 
was 35 per cent. higher than in 1910, 
und since we plunged into the world 
war--in the language of the bard 
‘everybody's doin’ it.” 

* + od 
“Big Tim” Sullivan, 

Arguments former Tammany leader 

For Income who died several years 

Insurance ago, left $50,000 life 

insurance, to be paid 
to his daughter when she attained her 
majority, says E W. Hillweg, assistant 
secretary of the Northwestern Nation- 
al. writing in that Company’s Home 
Office paper. That amount was paid 
to her less than a year ago. Last 
month she was declared a bankrupt. 
having spent the $50,000 and incurred 
2 large indebtedness in addition. 
When “Big Tim” took the policy for 
the protection of his daughter. he 
doubtless would have been glad to 
have had the benefit payable to her in 
monthly instalments. Had that pro- 
vision been made, she would have re- 
ceived a monthly income of $190 for 
life, or of more than $280 for twenty 
years, and she could have lived de- 
cently upon that income. 

“All of my life insurance is payable 
on the Monthly Income plan,” said an 
Atlanta business man, to the writer, 
recently And he added, “Several 
years ago the thought came to me, 
that if IT should die, my business, which 
is producing a fine living income, would 
be practically worthless, and aside 
from our home, my estate would con- 
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Metropolitan Life Insurance Company 
Ilome Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. .. .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
POTMEES a oi5.8.5.6:5.0.5003.00-06 0 OOS 
It stood first in the world in amount 
of insurance placed in 1917 
(Ht ver ean ondnesesecaeee ane 

It stood first in the world in gain 
in insurance in force in 1917 
errr rere Tere pr rr ee, 

It stood first in the world in gain in 
income in 1917......$40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more than 15.000 
agents, sold $65,000,000 worth of War Saving 
Stamps between February first and Septem 
ber first, 1918, and expects to sell a totai 


of at least $100,000,000 during the year 


JOHN R. HEGEMAN, President 








sist almost entirely of life insurance. 
Knowing that my wife and children 
are unfamiliar with business and in- 
vestments, I feared that if they re- 
ceived the life insurance money in a 
lump sum, it might be poorly invested 
and that within a few years at most, 
they might be left in actual want. 
“After some correspondence, my 
policies, which were issued years ago, 
were amended, and now agree to pay 
$100 monthly to my wife and $50 to 
each of my two children, for a period 
of twenty years after my death and in 
event of the death of one of the bene- 
ficiaries within twenty years, the resi- 
due will be paid to the survivors, 
equally. I now have the great satis- 
faction of knowing that when I die, 
my. family will not suffer actual want.” 
Some time ago we received a letter 
from a policyholder in Michigan, the 
Superintendent of a County Poor Farm, 
stating, “Five of the inmates are wo- 
men, who within the past five years 
had received from $3,000 to $10,000 
each upon the death of their husbands. 
Poor investments and extravagances 
have reduced them to poverty. Why 
don’t life insurance companies pay 
death claims in yearly or monthly in- 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


‘ THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agerts address 


The Mutual Life Insurance Company — 
of New York 


34 NASSAU STREET, NEW YORK CITY 








stalments instead of all in one sum?” 

Major John Purroy Mitchel, who was 
recently killed in an aeroplane acci- 
dent, while Mayor of New York City 
about two years ago, took $150,000 life 
insurance and elected that the prin 
cipal part should be paid to the bene- 
ficiaries,—his widow and _ his mother, 

in monthly instalments for life. 

All of the more than Twenty-two 
Billions of Government life insurance 
is payable on the Monthly Income plan. 

The following illustrations show the 
advantages of Income insurance. At 
age 32 an annual premium of $200 (re- 
duced by dividends) would provide 
$8,173 Whole Life insurance, payable 
in one sum. The same premium on 
the Monthly Income plan would pro 
vide $46.30 monthly for twenty years. 
a total of $11,112, and this would be 
increased by excess interest credits to 
the beneficiary, which would _ total 
$1,585 during twenty years if the pres 
ent rate of interest credits is main- 
tained. This would make total pay 
ments on the Income plan $12,697 
against a single payment of $8,173, an 
increase of over 50 per cent. and of 
far more benefit than that to the ben- 
eficiary. 

On the 20 Year Endowment plan at 
age 32, an annual premium of $200 
(reduced by dividends) would provide 
$4,063 insurance, payable in one sum 
at death or maturity. On the Monthly 
Income plan the same premium would 
provide $23 monthly for twenty years, 
a total of $5,520, increased by interest 
credits which on the present basis 
would amount to $541, a total of 
$6,061 against $4,063 on the single pay 
ment plan. 


SONS ARE ENSIGNS 
Navy Exerts Attraction For Sons of 
Prominent Men in Pacific Mutual 
Ranks 
C. I. D. Moore, secretary of the Pa 
cific Mutual Life Insurance Company, 
has one_ son, E. C. Moore, who is 
an Ensign in the United States Navy, 
and is attached to the U. S. S. New 

Hampshire. 

Danforth M. Baker, vice-president of 
the Pacific Mutual Life Insurance Com 
pany, boasts of D. M. Baker, Jr. 
who is an Ensign in the United States 
Navy, and is at present serving on the 
U. S. S. Hlinois. 

John Newton Russell, Jr., home oflice 
general agent of the Pacific Mutual 
Life Insurance Company, has a= son 
John Henry Russell, who is an Ensign 
in the United States Navy. 
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Actuaries Meet in 
Canada Next Month 


GUESTS OF SUN LIFE 


Convention at Windsor Hotel—A 
Luncheon at Beaconsfield Golf 
Club 


TO BE 


The Actuarial Society of America will 
hold its Fall meeting on October 10-11 
in Montreal, Quebec, as the guest of the 
Sun Life of Canada. The meeting will 
take place at the Windsor Hotel. 

The informal discussion arising from 
the questions submitted and the an- 
swers thereto has proved of such in- 
terest in previous meetings that a part 
of the coming meeting will be devoted 
to such questions and answers. The 
quesiions for this purpose should be 
forwarded by mail to the secreta-y, 
at 34 Nassau Street, instead of the so- 
ciety’s office, so as to reach him on 
or before October 8th. Only in special 
cases will it be possible to consider 
questions received after that date. The 
president will arrange by appointment 
for the giving of answers to questions 
received. Neither questions nor an- 
swers will be published. 

The fellows and associates will dine 
together at the Windsor Hotel on 
Thursday evening at 7 oclock. 

“Our hosts have inviied the members 
and ladies accompanying them to 
luncheon on Thursday. In the after- 
noon the ladies will be taken for a 
drive to Mount Royal Park, and, dur- 
ing the dinner of the Society, will be 
entertained at dinner and the theatre. 
Friday the members and ladies will have 
luncheon at the Beaconsfield Golf Club. 
After luncheon, there will be golf for 
those who play and a motor ride around 
Montreal Island for the others,” says 
Secretary Strong. 


THE KRESS GROUP 


Comment By Metropolitan Life On In- 
surance Taken Out By Chain of 
5, 10 And 25 Cent Stores 


In discussing the issuance of a group 
policy to S. H. Kress & Co., five, ten 
and twenty-five cent and mail-order 
stores, extending from coast to coast, 
the Metropolitan Life says in “The 
Matropolitan”: 

“This is another large corporation of 
national importance ‘o insure in the 
Metropolitan Life the lives of its sal- 
ary and wage employes. All who have 
been employed by the company six 
vonths or more, provided they have 
filed application cards according to in- 
structions, will receive the benefit of 
this insurance while in the employ of 
the company. ‘This insurance will be 
carried by S. H. Kress & Co., with no 
charge to employes, and without the 
requivement of medical examination. 
The insurance will be equal to one 
year’s salary or wages, up to the maxi- 
mum limit of $2,000, and will be sub- 
ject to the conditions of the group pol- 
icy of insurance. 

“It is also simultaneously announced 
that S. H. Kress & Co. have, subjec 
te certain reasonable conditions, ar- 
ranged to pay extra compensation to 
all employes at the end of the year, 
the same to be graduated and bas2d on 
length of service. 

“The company on the one hand, by 








RIGHT AGENTS 
GOOD TERRITORY 


still available for 
development by the 


aiaicaol men who can place policies as 
well as write applications, and who know 
how to be successfully active. Always 
an opening for real workers. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 
7 W. Madison Street CHICAGO, ILL. 











helping assure their con‘entment and 
security for the future, is thus leading 
and promoting among its employes the 
true reciprocal organization spirit. On 
the other hand, realizing our country’s 
need, it is doing everything possible 
to urge and assist its employes to edu- 
cate themselves for greater intensive 
effort, to achieve more with greater 
dispatch, and, through  self-develop- 
ment and discipline, to master their 
work and multiply their effectiveness. 
“As part of this plan, the company, 
at large annual expense and after thor- 
ough investigation and _ preparation, 
has established an educational depart- 
ment, exceptional in scope and exéel- 
lence, It offers various educational 
courses—correspondence and otherwise 
of great practical value, and every 
employe is encouraged and urged to 
take advantage of this opportunity for 
improvement and advancement.” 


SALESMANSHIP DEFINITION 

At the recent meeting of the $200,- 
000 Club of the New York Life at New 
London, Conn., John D. Spender, of 
Salt Lake City, gave an instructive 
and inspiring address on salesmanship 
and gave this definition of salesman- 
ship: 

“Salesmanship is the combination of 
qualities both natural and acquired in 
a man, which enables him acting for 
himself or as an agent to negotiate 
the transfer of something of value for 
a consideration upon the basis that all 
parties to the transaction must be ben- 
efitted.” 


Metropolitan Men to 
Join Association 
(Continued from page 1) 


Metropolitan policy at Albany and else- 
where a number of representatives of 
the Metropolitan resigned from the 
association. Mr. Voshell continued how- 
ever, on the executive committee, and 
was chairman of the executive com- 
mittee at the time of his election to 
the presidency. 

The inauguration of the new officers 
of the National Association is in Balti- 
more instead of in Pittsburgh where 
it has usually been held. 
was asked to speak; also the Governor 
of Maryland and Mayor of Baltimore. 
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Missouri State Life Policies Rich In Selling Points 








Facts— 
Over $156,000,000 of Insurance in Force 
Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 
Policy Contracts New and Attractive 


S EVERLASTING 
AS THE HILLS. 


Non-Participating Policies 
Participating After End of Premium Paying Period 











Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 














Haley Fiske: 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 








New York Life Insurance Co. 


FIVE YEARS OF EFFICIENT SERVICE 
INCLUDING 
THREE AND ONE-HALF YEARS OF WAR TIME 


During the Five Years ending December 31, 1917, the New York Life 


a fre ee rr a $667,884,000 
Fe CD cicccvesiasevsvsevecoecewn 382,875,000 
Inerensed ite Resources... ....s.cccccccvvvees 215,272,000 
Increased its Insurance in Force.............. 503,535,000 
THE BUSINESS OF 1917 EXCEEDED THAT OF 1912. 
NE ET YF pre $27,325,000 
In Amount Paid Policy-holders............... 25,337,000 
Sen NS oc cya weves oe eneateuseuanes 119,917,000 


The increase in Business and Resources in Five Years equals the 
Business and Resources of a very substantial life insurance company, 
and this new Company is returning to policy-holders 92 per cent. of its 
entire income. It is also adding forty million dollars a year to its re- 
sources and one hundred millions a year to its insurance in force. 


HELPING WIN THE WAR. 


Since the war began, in August, 1914, the New York Life paid to 
December 31, 1917, 998 war losses amounting to $3,007,223. There were 
238 reported losses for $607,084 awaiting proof on December 31. The 
company had so carefully guarded itself against extra mortality by 
reason of war that, notwithstanding the world-wide character of the con- 
flict, the percentage of its actual to its expected mortality has not been 
appreciably affected. This percentage for 1917 was 70.85—the lowest 
of any year since the Company has kept complete mortality statistics. 

The Company owned Liberty Bonds on January 1, 1918, to the 
amount of $12,075,000, and subscribed for $20,000,000 of the Third 
Liberty Loan. 

There are Four Hundred and Twenty-six Stars in the Company’s 
Service Flag, and one of the Home Office boys—Frank J. Brandreth, of 
the Rainbow Division, has already won the French War Cross. 

The Company has afforded the Government every assistance in its 
power in formulating and carrying out the plan of Government Insur- 
ance on the lives of soldiers and sailors. Agents are forbidden to accept 
applications from soldiers or sailors unless they have already taken the 
limit with the Government. 


EVERY MAN’S BUSINESS. 


Just now it is every man’s business to Help Win the War. Our 
daily occupations are incidental; winning the war is our real business. 

Winning the war is our real business because back of that lies the 
chief and ultimate purpose of life—making the world a safe place for 
women and children. And that is the aim of Life Insurance in war time 
and in time of peace. 

The Government has recognized this in the provision made by life 
insurance for the families of those who die or are disabled in the service. 
The man who stays at home and does less is a slacker. 


NEW YORK LIFE INSURANCE CO. 
DARWIN P. KINGSLEY, President. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and. is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
Secretary; W. E. Schram, associate edi- 
tor. The address of the officers is the 
office of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


THE CLEVELAND CONVENTION 


The convention of the National Asso- 





ciation of Insurance Agents was the 
largest ever held. In elan, enthusiasm, 
interest it could not have been exceiled. 
It was an open, fair, clean-cut tremen- 
dously exciting convention, with the 
floor privilege extended to any who 
wanted to take it. There was a spirit of 
electricity in the air felt as one entered 
the hotel. Agents gathered from all cor- 
pers of the land—agents in dislress, 
egents fearful that some great business 
calamity was hanging over them, agents 
hopeful that the convention would offer 
a helping hand; agents who telt that 
if they did not act in some decisive 
manner their journey to Cleveland 
would have been of no avail. The res- 
olutions committee accommodated 
them: in other words, met the spirit 
of the meeting. It decided that the 
socialistic trend at Washington was 
reaching out for the fire insurance bus 
iness and that if some decisive action 
was not taken by the fire agents of 
America they would eventually be de- 
prived of their livelihood as Govern- 
mental insurance would grow. until 
stock company insurance would be no 
more. 

Thus the die was cast. The agents 
decided to act. They sent the Presi- 
dent a long wire, offering their earnest, 
whole-hearted and undivided services 
as fire preventionists and in turn asked 
that the Chief Executive should so tem- 
per administrative activities that the 
initiative and invention of individual 
citizens, including insurance agents, 
whose patriotism has time and again 
been attested, shall not be restricted, 
interrupted or destroyed. The associ- 
ation then passed, for the information 
of its own members and the general 
public, resolutions protesting against 
the confiscation by the nation of in- 
surance if such action be not essential 
to the winning of the war. 

Whether the agents are right or 
whether they are wrong time will tell. 
\nyway, the resolutions committee de- 
cided to act convinced that a crisis 
eenfronts the insurance business. It 
knew well the attitude which some 


prominent figures in insurance have 
taken, which in brief is this: While ad- 
mitting that there are men in Washing- 
ton ome of them of great influence 

who would like nothing better than to 
see the Government take over insur- 
ance and destroy private insurance ini- 
tiative they do not believe that there 
is any crisis facing insurance at the 
present time which calls for action on 
the part of any body of insurance 
agents. There is no social insurance 
issue now before Congress; no govern- 
mental insurance measure that is 
trong enough to require the marshall- 
ing of all insurance interests to defeat 
it If the Saunders or the Lewis bills 
fall into that category in the minds of 
ome who view the capital from long 
range or through newspaper headlines 
there are many great men in insur- 
ance— familiar with Washington states- 
men and conditions—who think other- 
wise. When Haley Fiske, whose posi- 
tion in life insurance corresponds with 
Henry Evans’ position in fire insurance, 
heard that some 900 superintendents 
of his Company, the Metropolitan Life, 
had been asked to wire or telegraph 
Congressmen in protest against social- 
istic encroachments on insurance, he 
immediately sent them a message 
warning them to keep hands off, and 
concluding by saying he had every con- 
fidence in the Government and the 
democratic principles of the U. S. A. 
Col. Henry J. Powell, who is chairman 
of the legislative committee of the Na- 
tional Association of Lite Underwriters 
and a prominent Louisville life insur- 
ance man, expressed to life underwrit- 
ers his protest against insurance 
agents “butting in” on Washington 
with wires and letters to law-makers, 
aying they did more harm than good. 
The National Board of Fire Under- 
writers has not taken any public posi- 
tion to the effect that there is a crisis. 
The National Association of Life Presi- 
dents and the American Life Conven- 
tion do not recognize any condition 
existing at Washington calling for a 
protest. In Chicago last week T. B. 
Love, assistant secretary of the Treas- 
ury, and known to some as “the boss 
of the War Risk Bureau” told repre- 
sentatives of the American Life Con- 
vention that he has no knowledge of 
any intention by the Government to 
make great inroads upon the insur- 
ance business. The bogie, he gaid, 
existed in the minds of the press only. 


The National Association of Insur- 
ance Agents feels that there is a crisis 
at Washington; it claims its sources of 
information are just as good as any- 
body else's; and that its information is 
to the effect that the present duty of 
the agency corps of America is to put 
up a fight and make itself heard before 
it may be too late. “We have nothing 
to hide,” said President Allen. 

To understand the state of mind of 
the agents at Cleveland it is necessary 
to have followed the columns of some 
of the insurance newspapers. since 
early summer. Stories have been 
printed making agents think they 
were to be driven out of business 
and hysterically calling upon them to 
defend their calling. Letters and tele- 
grams were prepared to be sent to 
Congressmen and Senators, later Wash- 
ington being deluged with these in- 


spired protests. What it was all about 
many of the law makers did not 
know as they had heard no 
complaint over the insurance by the 
Government of soldiers and sailors or 
the embarkation by this Government 
in a War Risk Bureau, which meets 
marine insurance requirements where 
the stock companies could not do it. 
Scareheads were previously regarded 
as out of place in insurance papers, 
and many insurance men (not being 
journalists) did not understand how 
easy it is to write them or to peg a 
scarehead on a story. So a sort of 
panic went through the insurance local 
agency offices. 

Its reaction was felt by the National 
Association which was deluged with re- 
quests to do something to help the 
agent. That a tremendous sentiment 
was created was reflected in all the 
associations—increase of membership, 
bales of correspondence and telegrams. 
The managers of the association, hav- 
ing in mind only the good of insur- 
ance and the prosperity of agents, felt 
that a real issue confronted the local 
agents, and they decided to make this 
the keynote of their convention. Men of 
national political reputation and of na- 
tional insurance reputation were asked 
to speak on the subject of Government 
encroachment on private’ enterprise. 
There were four papers along this 
line. The program was given to the 
newspapers and when the delegates ar- 
rived they were all ready for the issue. 
oxcitement surcharged the convention 
and when Senator Sherman spoke and 
seemed to corroborate all their fears 
they were in a mood to act. And they 
did act. The convention managers 
knew well the significance of what 
would be done and they warned the 


convention upon several occasions that 


any movement taken must be carefully 
considered and that if any one wanted 
to object he should make his views 
known. 

The message to President Wilson 
and the resolution going to the state 
and local boards were even read a day 
in advance of the resolutions commit- 
tce’s report so that everyone could be 
primed for discussion. But there was 
no discussion. This important action 
went through without a word of debate. 

There were several features encour- 
aging to agents about the addresses. 
Senator Sherman’s remarks that his 
clerk spends half his time at the War 
Risk Bureau to hurry allotment and al- 
lowance checks because the Bureau is 
so far behind and has its hands full 
were important. The sequence of 
this line of thought is that there 
are not employes and executives 
enough to take over the great business 
of insurance in addition to what the 
Government is now doing. The East- 
ern Underwriter believes that entirely 
too much political significance was at- 
tached to Senator Sherman’s address. 
His arguments in favor of individual- 
ism and private initiative as compared 
with the inefficiency and red-tapery of 
public ownership and socialism were 
splendid and should be read and re- 
membered by every insurance man, but 
the Senator is one of the leaders of the 
Republican party and his sentiments 
are just what he might be expected to 
express. If the convention had asked 


a Democratic Senator to talk and he 
had expressed similar views to Senator 
Sherman’s it would have been a differ- 
ent story. 

Two other straws shewing the way 
the wind may be blowing were state- 
ments by the President of the Insur 
ance Commissioners’ convention and 
the insurance commissioner of Ohio. 

The former said he saw no founda- 
tion for the fear that the Governme:t 
will take over the insurence busines. 
The latter called it “hysteria” also. 

It can be said that if the speeches at 
the Cleveland convention are carefully 
analyzed it will be seen that they are 
arguments against social insurance, 
against public encroachment on private 
initiative, and are not prophecies that 
the Government is going into the in- 
surance business. But, of course, there 
is always a possibility of the Govern- 
ment doing that just as there is a pos- 
sibility that Spain may enter the war, 
or that Mexico will come out for the 
Allies. It is possible, but a great many 
people will have their doubts. 

The convention managers, having 
decided that there was something moze 
than newspaper headlines in the Wash- 
ington scare, having sc arranged the 
convention that the so-called crisis 
should be explained, put it up to the 
convention to act. The convention 
acted. If any one had said “nay,” had 
even uttered a peep, the managers 
would have given the most respectful 
attention and would not have resorted 
tc the muzzle. There was nothing for 
them to do but to carry out the wishes 
of the convention. This they did to 
tle satisfaction of all the delegates, 
who left Cleveland absolutely convinced 
that the convention had done every: 
thing it could possibly do to protect 
their business, and furthermore, there 
was gratification because the resolu- 
tions committee had avoided the pit- 
fall of “write your Congressman” and 
“write your Senator.” 


TOM LOVE’S SPEECH 

If there was anything in all the 
hubbub which has been kicked up by 
the insurance papers about the so- 
cialistic element at Washington having 
an eye directed towards the insurance 
business which was eventually to be 
picked up and deposited in Uncle 
Sam's waistcoat pocket, then the speeci 
delivered in Chicago last week before 
the American Life Convention was the 
most important address of the year in 
insurance. It assumes that importance 
because Mr. Love, who is in charge 
of the War Risk Bureau and who is 
Assistant Secretary of the Treasury, 
says that he would be in complete ig- 
norance of a menace to stock insur- 
ance except for stories he has read 
in the newspapers. His belief is that 
the stories are without foundation. 
Outside of the President and Mr. Me- 
Adoo it is doubtful if there is any one 
who can speak with more authority 
than can Mr. Love. 

And Mr. Love is not a soft-hitting 
gentleman. He carries a punch and 
there is no evidence in any of his re- 
lations with insurance companies and 
insurance men of his ever having been 
backward in saying just what he 
thought in concise, clear-cut and force- 
ful language. 
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THE HUMAN SIDE OF INSURANCE 











FRANK W. SHANBACHER 





Frank W. Shanbacher, of Ridgway, 
Pa., was the central figure in the in- 
heritance tax discussion at the conven- 
tion of the National Association of Life 
Underwriters. It was the research 
charts of Mr. Shanbacher, compiled for 
use of agents in meeting inheritance 
taxes with life insurance which sev- 
eral speakers referred to in illustrating 
how they used estates taxation argu- 
ments in selling insurance. Mr. Shan- 
bacher’s charts give the inheritance 
laws and taxes of the Federal Govern- 
ment and of 43 states. He practices 
what he preaches and despite his iil 
health wrote about $2,000,000 from last 
September until August 15. He was 
the honor man for the Fidelity Mu- 
tual Life last month. Mr. Shanbacher 
thought up the idea of his charts while 
in a _ sanitarium. After leaving the 
place he wrote to the different states 
and to Washington for the data whicn 
he then compiled so effectively. 

= * iad 


Frederick Richardson, United States 
manager of the General Accident, is 
receiving the condolences of his friends 
upon the-death last week of his wife, 
Mrs. Margaret Richardson, at Concord, 
N. H. While the couple was making 
an automobile tour Mrs. Richardson 
contracted pneumonia and succumbed 
within a few days. She was known 
to many casualty company officials 
through having attended with Mr. Rich- 
ardson conventions of the National As- 
sociation of Casualty and Surety 
Agents for a number of years past. The 
funeral services were held last Fri- 
day in Philadelphia, where Mr. and 
Mrs. Richardson had made their home. 


* oa * 


Frederick C. Moore, superintendent 
of the special risk department of the 
Hartford, has written an _ instructive 
article in the current issue of the 
“Hartford Agent,” on the subject: 
“The Use of Poisonous Gases in War- 
fare.” 

* a a 

Wheeler B. Horner, son of the senior 
member of Horner & Ladley, automo- 
bile agents, Pittsburgh, is a lieutenant 
in the 11th Infantry, A. E. F. 


* * * 


William J. Donnelly, of Maury-Don- 
nelly & Williams Co., of Baltimore, is 
chairman of the Baltimore building 
and loan committee of the Liberty 
Loan Committee. He expects great 
results from the associations in the 
Fourth Liberty Loan drive. 


John W. Postgate, former insurance 
editor of the “Pittsburgh Post” and the 
“Chicago Evening Post,” has resigned 
as insurance editor of the “New York 
Globe” to become associated with t 
“Literary Digest.” Mr. Postgate is one 
of the most scholarly of insuran 
newspaper men and is an autherity en 
the writings ef William Shukes 


He came here several year ago and 
went with the “Globe,” where his col 
timn appeared sevcral tin a week 


His acquaintance was largely among 
life insurance men. He will go to his 
new position with the well-wishes of 
many insurance men, and, some day, 
when in the mood, he will write an 
article for The Eastern Underwriter 
or some other paper and tell just what 
he thinks of the importance which the 
average daily paper city-editor places 
on insurance news, and the manner in 
which insurance news in the dailies is 
displayed. 
: a a 


Edgar W. Smith, the young and very 
successful Pacific coast genera! agent 
of the Equitable Life Assurance Sociaty, 
is now at Camp Taylor, Louisville. 

Bo 4 * 


Jacob Herskowitz, president of the 
$100,000 club of the New York Life, 
takes oflice. with thirty-nine more ap- 
plications to his credit than his pre- 
decessor. He wrote $195,437, and is 
attached to the Union Square branch. 

a ca + 


Benzo Hayashi, of Honolulu, leading 
vice-president at large of the New 
York Life’s $100,000 club, kept a dry- 
goods store in 1916. He paid for $161, 
500, writing 158 applications, which is 
a distinct achievement for Hawaii 

+ * ¥ 


Colonel N. E. Turgeon, formerly gen 
eral agent of the Aetna Life at bulfalo, 
is training thousands of officers for the 
United States army inasmuch as he is 
at the head of Camp Whitman, thi 
state, which trains national guard of 
ficers for the big war. 

Colonel Turgeon was for years a 
major in the National Guard, and a 
a mighty fine one. His selection for 
the Camp Whitman assignment was a 
splendid tribute to his capacity to whip 
soldiery material into shape. The men 
who leave Camp Whitinan swear by 
him. 


t 


James L. Howard, cretary of The 
Travelers, and major of tne LOIst Ma 
chine Gun Battalion, ha been pro 
moted to the rank of | ilenant'ol 
onel. It was published eral week 
ago that Major Morgan G. Bulkeley, Jr., 
had been placed in command of the 
Battalion, and it was presumed that 
this foreshadowed the advancement of 


Major Howard, particularly as it was 
known that Major Howard had been 
attached to the 26th Division of late, 
Gen. Clarence R. Edwards command 
ing, in charge of all machine-gun 


units of the division. Lieut.-Colonel 
Howard went to France with one o 
the first Connecticut contingents A 


few months ago he was wounded by 
a piece of shrapnel. A letter from him, 
received about a fortnight ago, stated 
that he had recovered, but that his so 
jeurn in the hospital hed deprived him 
of “the privilege of taking part in thi: 
last offensive’—meaning the early part 
of the great drive beginning July 18. 
* a 


Anne Russell, of the Equitable, is a 
member of the Liberty Loan Executive 
Committee of the Busine Women of 
New York. 

& * os 

George Shevlin, of Schaefer & Shev- 
lin, is making a trip in the West. He 
is expected to return next week. 


George B. Graham, of the North- 
western Mutual Life, Buffalo, is receiv- 
ing messages of condolence on the 
death of his son Lieut. Edward Fore- 
nan Graham, 805th Field Artillery, 
‘7th Division, killed in action in 
France. Lieut. Graham was 27 years 
id and a graduate of Cornell, where 
he was associate editor of the “Cornell 
Daily Sun,” and where he was also 
lected fo Phi Beta Kappa. After 
graduation he became an advertising 

in of the Brooklyn “Times,” and later 
it with Harris, Forbes & Co., bank- 

New York City 


# 


Hooper Holmes 


John King, of the 
Pureau, i i charge of the investiga 
tion work of the allowance and allot 
ment division of the War Risk Bureau, 
Washington. 

so £ 

General Manager Spycket, of the 
Fire Reassurance of Paris, has written 
a letter to United States Manager Stur 
hahn, of that Company, which “The 
Standard,” of Boston, reproduces in 
part as follows: “I should have liked 
to write you and to all Americans I 
know the name of to say: France has 
been saved by America. We know 
what you have done for us with your 
generous hearts. We know that every- 
body in America has suffered great 
restrictions for us, has given money, 
work, everything with the largest lib- 
erality. We know that all parents see 
their sons going so far for the dread- 
ful battles with a strong heart and 
we have seen these young and beau- 
tiful men with their bright and frank 
looks, and we have heard that, for 
their first fight they have been equal 
to our best soldiers.” 

* ¢ «€ 

Lieut. John Jay Van Schaack, son of 
David Van Schaack, of the Aetna Life, 
is a prisoner at Karlsruhe, Germany. 
Lieut. Van Schaack was a member of 
the 1918 class at Williams College 
He sailed for France on July, 1917, to 
join the Lafayette Escadrille, later go 
ing with the American Flying Corps 
Still later he switched to the Royal 
ilying Corps so he could get into ac 
live flighting 

Ke a a 

Archibald A. Walsh, vice-president 
of the Phoenix Mutual and Mrs. Welch 
have returned from their summer va- 
catic at York Beach, Me 

Clayton J. Walter of the National 
Kire and Mrs. Walter are spending two 
weeks’ vacation at Silver Lake, Conn. 

a * * 

Charles E. Chase, chairman of the 
Board of Directors of the Hartford Fire 
Insurance Co. and Mrs. Chase have re 
turned to Hartford after spending sev 
eral weeks at their summer home at 
Hyannisport, Mass 

” * 
George W. Ellis, auditor of the Trav 
and Mrs. Ellis have returned from 
Head, Conn., where’ they 
umimer, 


} 


Sachem’ 


pent the 


Agents Draft War 
Clause For Company 
(Continued from page 2) 


eryve on your policy, should you die 
ervice.’ 
Regular Premiums Only 

‘As a rule those companies whose 
policies provide for the payment of an 
extra premium limit their liability to 
the reserve only in the event that the 
extra premium is not paid. 

“The big thing about our new war 
clause is that during war service our 
pelicyholder is 
regular premium only for which in 
addition to the reserve on the policy, 
he is insured for ten per cent. of the 
amount that would have been payable 
if he had not entered such service, 
and six months after his final discharge 
from service his insurance is restored 
to the full amount.” 


required to pay the 


Life Agents Out 
To Beat $12,000,000 


READY FOR BIG LOAN CAMPAIGN 


W. F. Atkinson, Chairman; L. A. Cerf 
in Charge of Sales; R. L. Jones, 
of Assignments 


The Life Insurance Agents’ Liberty 
Loan Committee has completed its or 
ganization and is all set to beat the 
$12,000,000 record of the last drive. As 
during the last drive, there will be a 


vooklyn committee as well as a Great- 


New York committee, 

The life insurance agents, with W. 
F, Atkinson as chairman, will operate 
under the authority of the Metropoli- 
which A, B. 
Leach is chairman. The preliminary 


tan Canvass Committee o 


ficts are covered in brief as [cllows: 
Territory...We have pledged to can- 
vass thoroughly the financial district 


bounded by the North Rive Canal 
street, Broadway, Park Row, Nassau 
treet, and the Battery In ussigning 
to us this territory, the commit‘ee has 


honored us with the most important 
district of the city 

Date.—Campaign runs for 3 weeka, 
commencing on Septerber 28, We 
will concentrate on the last 2 weeks, 
commencing October 47 

Work. -The life agents will ean 
vass every office in definitely assigned 
territory. Assignments will be made 
by Rh. L. Jones to team captains. In 
addition agents will canvass friends and 
all available places and be of such as- 
sistance as they may to precinet cap- 
tains. 

Committee on Sales.--A_ sales cap- 
fain hag been chosen for each com- 
pany doing business in New York State. 

Executive Committee._-A. Rk. Allen, 
W. F. Atkinson, L. A. Cerf, J. S. Myrick, 
0. S. Rogers. 

Committee on Sales.-lL A. Cerf, 
chairman, 135 Broadway 

Committee on Assignment.—R. L. 
Jones, chairman, 80 Maiden Lane 

Committee on Home Office Organiza- 
tion—J. S. Myrick, chairman, 38 Nas 
au street 

Headquarters.—A Rushton Allen, 
chairman, 149 Broadway, Head juarters 
at Room 714, No. 149 Broadway Full 
line of supplies will be carried and all 
report iould be sen* there 

Group Work.--L. A. Cerf, chairman. 
heve will be developed the group work 
Which proved » effective in the last 
campaign 

On the Prook!yn committee are W. F. 
‘tkinson tirman; W. H. Ryan, Peter 
Mraser, R. W. Goslin and others 


The Brokers’ Liberty Loan Committee 

Reuben EK. Kipp is chairman of the 
insurance brokers’ division of the 
Viectropolitan Canvass Committee. 


Others on the committee are Chris 
tian Bambach, Frank C. Carr, Richard 
\. Carroen, R. Henry Depew, John A, 
Eckert, George S. Frank, Thomas J. 
Gaines, Frank C. Gilbert Robert H. 


Goffe, John F. Huntsman, Jr., Joseph 
Krischker, Henry W. Lowe, Julian 
Lucas, Jr., Perey S. Mallett, Frank FE. 
Mendes, Rushton Peabody, Charles Sy, 
Rosenzweig, Alexander M. Silver, Henvy 
Sobel, John L. Swan, James Terry and 


Frederick S. Little There are 8,500 
licensel brokers in New York 

The brokers’ association says “The 
association has, in many ways, done 
» much for the benefit of brokers in 
this cil that we now ask them to 
how their appreciation by recollecting 
hat thi the business in which we 
ive all engaged and make our living 
n. and that it should be a matter of 


pride to build up the total to such a 
figure that it will make our profession 
shine by contrast with other With 
the large number of insurance brokers 
in this city (almost 8,500 licensed) we 
should accomplish great results.” 
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FIRE INSURANCE DEPARTMENT 








An Erroneous Story About The 
President’s Relation to Insurance 


At the convention in Cleveland last 
week of the National Association of In- 
important if 
The gist 


surance Agents a _ story 
true floated about the lobby. 
oi it was ag follows: 

The president of of the 
fire insurance companies was in Wash- 
ington where he had the good fortune 
in conversation with the Presi- 
United States. The insur- 
ance company executive took advan- 
tage of the occasion to ask the head 
of the nation a question or two about 
the relations of the Administration to- 
wards the fire insurance business, 
whereupon the President is alleged to 
have said laconically: 

“T have turned the 
of insurance over to the Secretary of 
the Treasury, and for ary information 


one great 


to be 
dent of the 


ertire question 


GOVERNMENT HAS HANDS FULL 





Insurance Man Attached to War 
Risk Bureau Thinks Agitation 
Unwise 


An 





A prominent insurance man who is 
now attached to the War Risk Bureau 
told a representative of The Eastern 
Underwriter this week that 
weeks he has been trying to see the 
“growing encroachment of the Govern- 
insurance business,” and 


for some 


ment on the 
he is still looking. 

“In my opinion the Government has 
its hands full. If any insurance man 
doesn't believe it let him come down 
and talk to some- insurance man now 
attached to the Government, and see 
what a tangle some of these affairs 
are in. It may be that I am _ short- 
sighted, but if you want my frank opin- 


ion I believe that the Government has 
already bitten off more than it can 
chew. 


“If the newspapers keep on harping 
about this matter, however, they may 
put thoughts in people’s minds which 
will do the insurance business no good. 
Do you know that agents have already 
come to the Bureau and said: ‘The 
yovernment’s going to take over the 
insurance business. I'll have to have 
a new job anyway; give me one in 
the Bureau.’” 


about insurance matters I shall have 
to refer you to Mr. McAdoo.” 
Upon hearing this story in Cleve- 


The 
investigation 
and he 


land, a representative of Kastern 


Underwriter made oan 


upon his return to the Kast, is 
ir a position to say of 
information, the authenticity of which 
cannot be doubted, that President Wil- 
son has not taken the position that he 
has delegated to Mr. McAdoo the com- 
plete and final consideration regarding 
all matters of insurance. It is true 
that Mr. McAdoo is in direct charge 
of the Soldiers’ and Sailors’ Insurance, 
the War Risk and 
other insurance matters, but he is not, 
nor does he claim to be, the final ar- 
the Administration in all in- 
matters 


from a source 


Bureau, of some 


biter of 


surance 
VIOLATIONS ECONOMY 
Underwriters’ Association of Middle 
Department Cutting Down Expense 


—A Notice Costs 45 Cents 


are econo 
which they 


Even rating associations 
mizing in the manner in 
give their notifications of violations. 

The Middle Department violations 
cost $18,000 per annum, or an approxi- 
mate average of 45 cents apiece. Add 
the time, postage, and expense of the 
home office and special agents in ob- 
taining correction and the result  in- 
cicates that a large percentage of 
esch premium affected is thrown away. 
Of the total number occurring, 60 per 
cent is due to carelessness, 15 per 
cent. premeditated, and 25 per cent. re- 
sult from lack of ability to interpret 
rules, 

“The first two causes can and should 
be practically eliminated and the third 
can, with a little eort, be materially 
reduced,” says the secretary. 

The Department is discarding cer 
tain details which were expensive and 
cumbersome. Large sheets, listing all 
violations in foree and sent to com 
panies and special agents each month, 
will be discontinued. Ones notice only 


will be sent to agents. One notice 
only will go to company, attached to 
daily report. Monthly the Department 
will send to comparies a_ duplicate 


copy of each inviolaticn slip to be for 
werdel to the field man having juris- 
diction. This is the only notice that 
will go to special agent. 
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J. A. KELSEY, General Agent 
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FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 





-—THE AUTOMOBILE—| 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


REGISTERED MAIL 


Affiliated with 
ZETNA LIFE INSURANCE CO. 
ZETNA CASUALTY & SURETY CO. 








WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
USE AND OCCUPANCY 
INLAND MARINE 

INLAND TRANSPORTATION 














NEW RULE ABOUT “BULLETIN” 


Agents Must Pay Their Dues Or They with which the Government 


Will Not Receive Agents’ 
Paper 

has been adopted about 
the “American Agency Bulletin,” the 
official organ of the National Associ- 
ation of Insurance Agents. Agents will 
be given two months’ grace in pay- 
ment of dues. After that time the pa- 


A new rule 


per will not be sent. This is in line 
with the attitude taken by leading 
trade papers in following out the reg- 
ulation of paper conservation. 


The “Bulletin” now comes out fifty- 
two times a year and is an improve- 
ment over preceding years. 





Caledonian-American has been 
from J. Lindsay Clark & 
Reisler in Baltimore. 


The 
transferred 
Co., to Edward T. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


Inc, 1911 


$641,341.77 

se eeee. - 230,518.29 
seeeeeees 300,000.00 
63,479.83 


TAKING MEN RAPIDLY 

an illustration of the rapidity 
is re- 
cruiting men from the insurance ranks, 
the loss department of the New York 
Board has lost eight men in the last 
seven weeks. 


As 





Fire Insurance Special 
Agent’s Position Wanted 


Am 38 years of age and married. 
Have had 12 years of agency expe- 
rience and 6 years executive field 
experience as a Home Office Special 
Agent for a Casualty Company. An 
thoroughly familiar with New York, Ohio, 
Indiana and Southern Michigan. What 
have you to offer? Will be available 
October Ist. At present living in Cleve 
land, Ohio. Address, 


“SPECIAL AGENT,” 
Care of The Eastern Underwriter, 
105 William Street, New York 











CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


Assets ..........$357,318.58 
Reservs ......... 54,256.92 
Capital 200,000.00 
Surplus 96,379.07 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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Kansas City Club 
the “Model Exchange” 


AGENTS WANT MORE LIKE IT 
Costs Money to Join and it Eliminates 
the Unfit—Not Restraint of 
Trade 


The Kansas City, Missouri, Fire In- 
surance Agents’ Association, more pop- 
ularly known as the local board of fire 
underwriters, is an unique organiza- 
tion in many ways and has attracted 
so much attention by its strength, its 
sane observance of local fire insurance 
principles, and its popularity both with 
the companies and the public, that the 
idea is attracting wide attention, and 
the association is a forerunner of many 
similar organizations which have been 
or will be formed. It is regarded as 
the model “fire insurance agents’ club,” 
or “exchange,” and, undoubtedly, Pres- 
ident Allen, of the National Associa- 
tion, had the Kansas City association 
in mind as one of the new types of 
exchanges which he is advocating that 
agents throughout the country form. 

The Kansas City association mem- 
bership costs money; its rules are 
strict; its code must be lived up to. 
Just any fly by night agent cannot 
join. The members of the Kansas 
City association do not claim that 
they are innovators or have adopted 
an original idea in organization work. 
As a matter of fact, they have simply 
adopted the old London Stock Ex- 
change plan which is more than two 
hundred years old, the principles of 
which are the basis of the New York 
Stock Exchange and other organiza 
tions which have done so much to 
keep business principles and ethics to 
the fore. 

Formerly Tried “Deposit” Plan 

The agents in Kansas City had been 
struggling along for some years with 
the old fashioned idea of a deposit, 
which worked all right when there 
was no cause for enforcement of the 
rule. The agents were in a _ local 
board and each office deposited any- 
where from $100 to $300. When it 
came to living up to the rules which 
avtected the individual or he antici- 
pated that he would be affected, then 
like many other local boards there 
were resignations, accompanied by 
withdrawal of deposits, and necessary 
weakness followed. 

The result was that rules would 
have to be changed instead of enforced 
and some of the agents were attracted 
to other business men’s organizations, 
such as the Kansas City Board of 
Trade and the Livestock Exchange, 
whose methods seemed practical and 
most efficient in the way of enforce- 
ment of conduct rules. 

Membership in the Board of Trade 
is worth $10,000 at this time, and it 
is obvious that no member will risk 
either impairing or forfeiting his mem 
bership by misconduct. 

When it was suggested that a sim- 
ilar plan be applied to the insurance 
business a majority of the insurance 
men of Kansas City and elsewhere 
scoffed at the idea, saying that it 
could not be done; that wheat and 
cattle were unlike insurance. 

Voluntary Agreement 

However a few of the Kansas City 
members after investigation were con- 
vinced that the same principle was be- 
ing applied in many business and labor 
organizations and decided to adopt 
the plan. In brief, this principle is a 
voluntary contract with each other 
agreeing to the principles as laid down 
and the rules and procedure as_ pre- 
scribed. There is no provision made 
for resignation and no wav for a man 
to be released from his obligation un- 
less he retires from the insurance 
business or in the event of death. 
Relieves Courts of Business Disputes 

These principles will be found. to 


have been upheld in the Supreme 
‘ourt of the United States. There is 

nothing undevtaken inthe contract in AQ Ai AO); SW ea 
HUMBOLDT.FIRE OF PA. TEUTONIA FIRE OF PA. 


violation of any laws relating to the 
restraint of trade and the member once . 
entering into the agreement would no! CAPITAL FIRE OF N. H. GEORGIA HOME OF GA. 
be able to plead in any court success- f ’ > 

fully as, {he agreement provides a tribu- PERCY B. DUTTON, Manager, ROCHESTER 
nal for any dispute among its mem- 
bers and the courts have declared 








their approval of any procedure in 











organization that will relieve courts 
of business disputes. If the agree- SCHAEFER & SHEVLIN 
ment is properly drawn the insurance 

departments and the insurance com- 
panies will lend their endorsement to 100 William Street GENERAL AGENTS New York, N. Y. 
the plan as a rigid enforcement of the FIRE and AUTOMOBILE INSURANCE 


rules and the conduct of members not 
only upholds &ll laws prescribed for Excellent Facilities for Handling Suburban Business Phone: John 2312 

















the regulation of the insurance busi- 
ness but at once the business is placed : caine ; 
upon a high plane, with no hardship —— a ee oe ee ne a 
worked to anyone. LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
Has Stood Five Years’ Test AND CUBA 
The Kansas City plan has stood the 


test of five years’ operation and is con- 

ducted by a paid secretary who is a E * F. F L I N D E L L 
lawyer and not engaged in the insur- 

ance business. An application for a I N S U R A N C E 
membership must be accompanied by 


a check for $1,000, or an applicant can 1 LIBERTY STREET Telephone John 2612 NEW YORK 


buy a membership from any one who 






































has retired from the business or from LOCAL OFFICES 
the estate of a member who has died, . . 
and these memberships may be trans- SERERY CHES, 3. J. SS. bo % AS m &. 
ferred, the transfer fee being $100. Tel is teeaeeer Tel. 2504 Main Tel. 614 Mulberry 
During the past year there have been ; 
two of thee. 08.8 .aendbesh)_p SSS 4646565 SSS 
purchased for $650. SASL SY RRP : 7 
Former Opponents Now Strong Sup- inated from the business. As for the 

porters insurance companies there are many 


This plan seems to prove conclu- features of this board which appeal to 


sively that it is the solution of many the companies. For one thing, it is 
of the troubles of local boards, and insistent that members pay their bal- 


its strongest supporters are those who ances to the companies with promptti- 


were most bitterly opposed to its or- tude. Competition is not stifled in FIRE INSURANCE COMPANY 


ganization five years ago. The provi- any way, but naturally the morale of 


sions for financing are such that it ig the agency force of the city is on a Incorporated 185s 

hoped within the next few years that high level and an agent must be a . 

there will be no cost for dues. At the real business entity to survive. m., — orzenee ct on tactenees — 

present time the dues are $15 a year. No Brokers in Kansas City agement, and the management of THE 

The income from investments owned The broker, aS known in other cities, HANOVER is an absolute assurance of 

by the association is sufficient to pay is not to be found in Kansas City. me Caeneny ee Gone. 

the balance of the expenses. All the companies are represented by R. EMORY WARFIELD, President 
The organization has been of real agents in the membership except two, FRED. A. HUBBARD, Vice-President 

henefit to Kansas City policyholders and the members hope that this pair wiLiran YORRISON Aut’ Sec'y 

as the inefficient, incompetent and_ will be represented before the end of 

crooked agent is gradually being elim- the year. HOME OFFICE 





Hanover Bldg., 34 Pine St. 


Ss. C. BISHOP CO. NEW YORK 


HOWIE & CAIN, General Agents 
Represented at AGENTS FOR 208 Broad Street, Metropolitan District 


a ee NEW JERSEY eT 1oo WILLIAM STREET, NEW YORK 

















| Phone, “47 John —— 588 Elizabeth 











LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE - PITTSBURGH, PA, 








PHILA BEL Pr a te 


ADEQUATE CLARENCE A KROUSE E- CO SATISFACTION 

FACILITIES =| LOCAL ano GENERAL AGENTS SERVICE 

ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 
PENNSYLVANIA ~NEW JERSEY 




















B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. Telephones 2404-5-6-1756-1090 John 








EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. Home Office: 68 William Street 
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“Federation News” To 
Accept Advertising 


ACTION TAKEN AT HOTEL ASTOR 


Follows Precedent Set By National 
Associations of Underwriters and 
Insurance Agents 


At a meeting of insurance executives 
held at the Hotel Astor, on Tuesday, 
for closer co-operation between insur- 
ance companies and the Insurance 
Federation, and to arrange plans for 
the Atlantic City meeting in October, 
the report of a committee was adopted 
providing among other things that the 
companies give financial support to 
the Federation through a company 
membership fee of $50 per annum and 
through advertising in the ‘Federation 
News.” In other words, the ‘Federa- 
tion News,” organ of the Insurance 
Federations, will accept advertising 
from insurance companies. Whether 
the next step will be to accept adver- 
tising from the insurance agents who 
are members of the Federation it is 
too early to determine. 

That the “Federation News” will ac- 
cept advertising will not be much of 
a surprise to the publishers of insur- 
ance trade papers, who have watched 
the other associations develop organs, 
although the statement will probably 
be made that the “Federation News” 
occupies its own niche and will not 
in any sense be a competitor of the 
insurance newspapers. It has been 
coming out at irregular’ intervals, 
sometimes several months elapsing 
between issues. 

The “Life Association News” 

The first of the associations to start 
a paper was the National Association 
of Life Underwriters, which publishes 
the “Life Association News.” At the 
beginning the regular insurance papers 
were informed that the “News” would 
be in no sense a rival paper. Asso- 
ciation officials declared that they rec- 
ognized that they were under obliga- 
tions to the trade papers for pushing 
the organization at the start, nursing 
it while young and needing members 
more than anything in the world. 
Gradually the “Life Association News” 
began to accept standing cards, and 
finally to accept special advertising for 
convention issues, despite the fact that 
several of the regular trade papers got 
out special issues covering every 
phase of the conventions and printing 
most of the papers in full. The “Life 
Association News” with its prestige 
as “the official organ of the National 
Association of Life Underwriters” had 
many advantages over the trade 
papers in soliciting advertising, and 
it had grown so much as a competi- 
tor that by September 15, 1918, it is- 
sued a number covering the National 
Association's convention, which con- 
sisted of ninety-two pages. Further- 
more, an officer of the association 
called up an advertiser in a regular 
trade paper and criticised him for 
using that medium instead of adver- 
tising in the “Life Association News.” 

“The American Agency Bulletin” 

When the National Association of 
Insurance Agents began its publica- 
tion, “The American Agency Bulletin,” 
it was also stated that it would not be 
in any sense a competitor of the trade 
papers, which have always boosted the 
National Association of Insurance 
Agents. However, it has long soliciteu 
advertising not only from its members, 
but from companies as. well, while at 
the Cleveland -convention a_ special 
appeal was made to agents to buy 
larger advertising space, running from 
$50 a year up. For some time the 
“Bulletin” did not publish news items 
which were in the legitimate domain 
of the trade papers, but during the 
latter years of Mr. Putnam’s editorship 
correspondents were appointed in sev- 


eval cities, sometimes the same men 
who were furnishing news to the in- 
surance papers. Some months ago in 
Chicago President Allen had a confer- 
ence with the leading insurance papers 
at which he asked their suggestions, 
and he agreed with them that the real 
mission of the “Bulletin” should not 
be to print competitive news, but rather 
to make the “Bulletin” more of an 
educational organ than a newspaper, 
and an organ to acquaint agents with 
association activities and agency de- 
velopments of special significance. Sec- 
retary C. S. S. Miller is a capable, ex- 
perienced newspaper man, who knows 
news when he sees it. He has tried 
to carry’ out the idea, but naturally he 
is not going to throw news of interest 
to local agents into the waste paper 
basket if some representative of the 
association sends it in. At Chicago 
presidents of the state associations 
were asked to appoint some member 
as a “Bulletin” correspondent in each 
state. 
“The Federation News” 

The bulletin of the New York brok- 
ers’ association does not solicit adver- 
tisements, but it has printed them on 
several occasions. 

The “Proceedings of the Actuarial 
Society of America” accepts advertise- 
ments from a number of companies. 

The “Proceedings of the Casualty 
Actuarial and Statistical Society of 
America” has not accepted advertise- 
ments to date. 

The National Association of Casualty 
and Surety Agents has no organ. 

Mark T. McKee started the “Federa- 
tion News” and was its editor. The 
paper is published in Detroit. Up to 
the present time it has not accepted 
advertisements, nor has it printed 
“news” in the trade newspaper sense. 
One copy of the “Federation News” 
goes to each member of the Federa- 
tion. As to just how many members 
there are there is some doubt. In 
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FIRE INSURANCE Co. 
% OF PitrseuRrc,Pa ° 


NOT HOW MANY BUT HOW GOOD 


some offices everybody from office boy 
up has joined. In certain cities Feder- 
ation men have induced manufacturers 
and merchants to join. 

The “Journal of Commerce” made 
the following report of the meeting 
Tuesday: 

“The meeting of insurance company 
executives called by J. Scofield Rowe 
to consider the question of the forma 
tion of an advisory council to assist 
the National Council of Insurance Fed- 
erations was held at the Hotel Astor. 
Pres‘dent Louis F. Butler of the Trav- 
elers Insurance Company of Hartford 
presided and the attendance included 
executive officers of all classes of in- 
surance. It was pointed out by the 
speakers that the needs of the Federa- 
tion were the closer co-operation of the 
companies and financial support to en- 
able it to efficiently combat the so- 
cialistic tendency toward State or Gov- 
ernmental insurance, which is likely to 
come to the front after the war. Those 
who expressed their views said they 
did not fear encroachment in the field 
of insurance by the Government as at 
present constituted, but that the radi- 
cal element, in the West particularly, 
were agitating for all sorts of Govern- 
ment monopolies and that insurance 
would be the first point of attack. It 
was pointed out that the only way to 
combat such doctrines was to educate 
the people to the real danger of letting 
themselves be exploited by theorists 
and that this work could best be ac- 
complished by the members of the In- 
surance Federation. To accomplish 
this work they needed the guidance of 
the company officials and sufficient fi- 
nancial support to assure the campaign 
of education being a success. A com- 
mittee was appointed to submit a plan 
and its report which was adopted, pro- 
vided for the naming of a company ad- 
visory board of nine and a company 
membership fee of $50 per annum. 
Also that the companies give further 











One trained Soldier is :vorth a dozen of the other kind. And b 
so it is with the Fire Insurance Agent. Experience and qualifi- 


cations are the factors in his success. This Company is not 









N office, 


character. 


| So particular about having a large Agency force as it is in hav- 

ing a good Agency force. One of the benefits of such a plant is 
that the Company can extend such Agents the best it has in the 
way of service and facilities. Not now and then but ALL the & 
time the NATIONAL UNION will speed up the efficiency of your 
With a known capacity for extending distinctive service & 
: which is practical, constant and real the NATIONAL UNION pre- 
y Sents attractive opportunities to experienced Agents of reliable 
Get your Agency—Now. 








financial support by advertising in the 
‘Federation News.’ The advisory 
board was named as follows: Aetna 
Life Insurance Company of Hartford, 
Columbian National Insurance Com- 
pany of Boston, Royal Insurance Com- 
pany, Hartford Fire Insurance Com- 
pany, National Surety Company, Ocean 
Accident & Guaranty Corporation and 
representatives of mutual and fraternal 
organizations.” 


CITY CLUB AND LIBERTY LOAN 


Raises $10,000 at Meeting to Organize 
Teams—Charles F. Enderly Heads 
Committee 
The City Insurance Club held a meet- 
ing on Tuesday for the purpose of 
organizing to boost the Liberty Loan 
campaign and succeeded in securing 
pledges for $10,000 from among the 
members present. This is almost as 
much as was raised by the club dur- 
ing the whole of the last campaign. 
A committee was appointed and 
teams will be formed of the members 
which will operate during the length 
of the campaign. Charles F. Enderly, 
manager of the brokerage departments 
of the Insurance Company of North 
America and New York Underwriters’ 
Agency, is chairman of the committee 
of which the following are also mem- 
bers: George Shevlin, of Schaefer & 
Shevlin; Claude Corke, of Cornwall & 
Stevens; and Richard S. Kissam, gen- 
eral agent of the City of New York. 
The large percentage of pledges se- 
cured at the meeting was mainly a re- 
sult of the talk given by President J. 
J. Hartnett. Mr. Hartnett is out to 
have the Liberty Bond sales of the 
City Insurance Club compare favorably 
with that of any other insurance or- 

ganization. 


TROY HEARING 
Superintendent Phillips Hears Under- 


writers, Officials and Others At His 
Office in Albany 


The complaint of Troy that it has 
been discriminated against by The 
Underwriters’ Association of New York 
State in making an advance in the 
rates of that city was the occasion for 
a hearing at the Insurance Department 
in Troy, on Wednesday afternoon. 
Companies had lost so much money 
in Troy that rates went up. To the 
surprise of the companies the agents 
themselves led the protest in and out 
of the newspapers. Finally, the Mayor 
of Troy got a cue to protest to the 
Superintendent that in picking out 
Troy and raising its rates because of 
its record there was a discrimination 
against that city. He didn’t say any- 
thing about the 87 per cent. loss ratio 
of the town. 

Howard P. Moore, of the Home, and 
others spoke. 


SETTLE NYACK SUITS 

Four suits for damages brought by 
Paul Exner & Son, Inc., Nyack, N. Y., 
against four fire insurance companies 
were to have been tried before Justic2 
Morschauser and a jury in the Rock- 
land County Supreme Court this morn- 
ing, but they were settled. 

The corporation owns a factory at 
Jones Point and about one year ago 
fire destroyed several buildings. The 
corporation sought to collect $6,000 
for insurance but failed. Hence the 
suits. Each company, it is said, has 
the same officers and same headquar- 
ters. 





JOHN BEALE RETURNS 

John Beale, formerly in the city de- 
partment of the New York Underwrit- 
ers’ Agency, who enlisted some time 
ago in the Navy, returned to New York 
this week after having been in foreign 
waters for fourteen months and visited 
his friends on William Street. 
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Provide For Standing 
Conference Committee 


COMPANIES MET ON WEDNESDAY 


A Medium for Communication Between 
Underwriters and Insurance De- 
partment on Rating Matters 


At a well represented meeting of 
insurance companies doing business in 
New York State held on Wednesday 
afternoon (all companies had been in- 
vited to attend) action was taken pro- 
viding for the appointment of a com- 
mittee representing stock fire insur- 
ance companies of all classes and affi- 
liations to serve as a medium of con- 
ference with the Insurance Depart- 
ment, if occasion should arise in con- 
nection with matters of rates and rating 
methods. This was in accordance with 
the recommendations of a committee 
appointed in September, 1917, to take 
up with the Insurance Department the 
subject of requirements for statistical 
information and experience data in 
great detail and covering a wide field. 
The chairman of the committee was 
Frank Lock, Atlas, and the above ac- 
tion was taken in accordance with sug- 
gestions in a final report and is the 
outgrowth of conclusions the commit- 
tee reached by reason of conditions 
which were revealed in connection with 
a number of conferences it had had 
with the New York Insurance Depart- 
ment, indicating the advisability of 
having one committee representing ali 
stock fire interests and the four rating 
Lodies in New York State, for the pur- 
pose of taking up rating questions from 
a broad general standpoint with the 
Department if occasion therefor should 


arise. 


HARRISBURG ORGANIZATION 


Another unit was added to the 
forces of the Insurance Federation last 
week, when the insurance agents of 
Dauphin County organized at Harris- 
burg. The speakers at this meeting 
were Albert N. Wold, of Pittsburgh, 
secretary of the Federation, and H. H. 
Campbell, of Altoona, who is prom- 
inently identified with the Blair County 
unit. 

William S. Essick, of William S. 
Essick & Company, and J. R. Henry, 
secretary of the Penn Surety Com- 
pany, both of Harrisburg, were elected 
chairman and secretary respectively of 
the executive committee. 

G. Oscar Gray of Bellefonte, Pa., 
has been engaged as a field secretary 
for the central Pennsylvania district 
by the Federation. 


WILLIAM MORSEL ON TRIP 

William Morsel, of Finn, Sandberg, 
Raynes & Lee, and Mrs. Morsel are 
spending their honeymoon at Atlantic 
City. They were married last Friday 
in New York. 


Personnel of 
Committees Elected 


(Special to The Eastern Underwriter. 
Cleveland, September 20: 

The committees elected at the twen- 
ty-third annual meeting of the Nation- 
al Association of Insurance Agents, fol- 
low: 

Executive Committee 

Frederick J. Cox, chairman, Perth 
Amboy; James Y. Case, Norwich, 
Conn.; James B. Leedom, Milwaukee; 
Clarence §S. Ellet, Chicago; Louis L. 
Rauh, Cincinnati; H. O. MeMillan, 
Knoxville; John C. Coart, Seattle, 
Wash.; Glen H. Johnson, Syracuse; 
Marshall H. Ellis, Macon. 

Finance Committee 

Charles F. Wilson, chairman, Fitch- 
burg, Mass.; L. C. Merrill, Concord, N. 
H.; R. L. Wood, Buffalo. 

Organization Committee 

Cliff C. Corry, chairman, Springfield, 
Ohio; P. J. Clancy, Des Moines, Ia.; A. 
C. Edwards, Sayville, L. L.; S. E. Moi 
sant, Kankakee, Ill.; Craig Belk, Hous- 
ton, Tex.; A. G. Chapman, Louisville; 
J. N. Adams, Indianapolis. 

Casualty and Surety Committee 

O. Arthur Howell, Atlanta; chair- 
man, T. E. Braniff, Oklahoma City; 
Fred. L. Gray, Minneapolis; J. K. Liv- 
ingston, Detroit; Robert L. Stewart, 
Kansas City. ; 

Grievance Committee 

J. A. Gibberson, Alton, Ill.; chairman, 
August Rebhan, Milwaukee; W. H. 
Hartson, New Orleans; F. R. Bell, Jr., 
Charleston, W. Va.; John P. Old, Sauit 
Ste Marie, Mich. 

Fire Prevention 

Frederick V. Bruns, Syracuse, N. Y.; 
chairman, Alfred Davenport, Boston; 
Howard W. Jackson, Baltimore, Md.; 
Charles E. Puffer, Waterbury, Conn.; 
K. V. Rothschild, St. Paul; J. A. Duck- 
worth, Tuscaloosa, Ala.; S. B. Moxley, 
Shelbyville, Ky. 

DISCUSS NEW YORK COUNTIES 

The situation in various counties of 
New York State was discussed yester- 
day at a conference between Super- 
intendent Phillips and some prominent 
New York underwriters. To rate b) 
county is generally regarded as im 
practical by underwriters. 

SCHLEY JOINS NIAGARA 

Harry J. Schley, at present em- 
ployed in the city adjusting staff of 
the Great American, will join the 
Niagara in a similar capacity some 
time shortly after October 15th. Mr. 
Schley has been adjusting New York 
City losses for a number of years and 
is well and favorably known. 





| ARCHIBALD.A. McKINLEY, President 
D. J. DAVIDSON, Vice-President 





Merchants National Fire 


Insurance Co., Chicago, Illinois 


Home Office: 
No. 29 So. La Salle St. 


H. C. JONES, Secretary and Treasurer 
I. W. ROCKEY, Managing Underwriter 


CAPITAL 
$250,000.00 














AN ALL-AMERICAN PROGRESSIVE FIRE 
INSURANCE COMPANY OF THE MIDDLE WEST 

















AT NA (FIRE) 


HARTFORD, CONN., U.S.A. 


$F Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. : 

























AMERICAN EAGLE 
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“AMERICA FORE” 


Be Patriotic and Prudent 


Buy Liberty Bonds 

















AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 
AT 


THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 





44 


WADE ROBINSON & Co. iwc. LB 


MANAGERS we ~ * 





New York City 


South William and Beaver Streets 


Merchant Marine House 
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Civil Riot Clause 
In British Courts 
IRISH REBELLION CASE TRIED 


Policy Carried War and Bombardment 
Rider Under Which Court Rules 
Fire Was Covered 

A case hinging on the riot and civil 
commotion clause which is embodied 
in most standard fire insurance poli- 
cies the world over, has been deécided 
in England and is reported by “The 
Policy,” a London insurance paper, as 
follows: 

High Court of Justice, King’s Bench 
Division, before Mr. Justice Roche, 


July 29th. 

The plaintiffs were the owners of 
premises in Dublin which were de- 
stroyed by fire during the Irish rebel- 
lion at Easter, 1916, and they claimed 
£500 from the defendant as one of the 
underwriters of a policy of insurance 
by which the premises were insured 
against damage by fire. The case 
turned on the construction of clauses 
in the policy. 

Mr. Justice Roche read a long judg- 
ment, in the course of which he stated 
the terms of the policy, and said that 
the scope of the insurance was broadly 
indicated by the words “‘war and bom- 
bardment.” He discussed the incidents 
of the Dublin rebellion, and said that 
on the facts he was satisfied that it 
was by reason of bombardment that the 
Post Office was set on fire, and the 
fire spread by natural means until it 
reached the premises of the plaintiffs. 
The fire brigade could not cope with 
the conflagration owing to their being 
fired upon by the insurgents; otherwise 
it was probable that the plaintiffs’ 
premises could have been saved. 

Covered by “War” Clause 

The defendant disputed liability on 
five grounds. First, he said that the 
ordinary form of policy did not cover 
the risks of riot and civil commotion, 
and that this policy, though not in the 
ordinary form, did not cover those 
risks either. As to that, he (his Lord- 
ship) thought that the contention was 
right. But the defendant went on to 
say, secondly, that the incidents in 
Dublin were incidents of riot and civil 
commotion, and on that he was wrong. 
What took place was something more 
than riot and civil commotion, and 
came within the words “war and bom- 
bardment.” 

His Lordship discussed the decisions 
in Insurance Company v. Boon (95 
U.S., 117), and Drinkwater’s case (2 
Wils., K. B., 363); and Langdale v. 
Mason, Park on Insurance, 8th Edn., 
Vol. 11., p. 965, and said that he was 
satisfied that the events of the Dublin 
rising were treasonable, and not only 
felonious; there was a week’s fighting, 
with a heavy casualty list and a sus- 
pension of all normal life; and there 
was “warfare with bombardment” with- 
in the words of the policy. 

Thirdly, the defendant said that the 
fire on the plaintiff's premises had not 
been traced to the fighting, and he 
suggested that it might have been 
caused by hooligans engaged in _ loot- 
ing; but, on the facts, he (his Lord- 
ship) disagreed with that suggestion. 

Meaning of Words Defined 

Fourthly, it was argued that the 
presence of the words “or otherwise” 
in the part of the policy providing for 
damage by aircraft, hostile or other- 
wise, showed by implication that the 
war and bombardment covered was war 
and bombardment by hostile forces 
only. But that was only an argument 
from redundancy, and the words of the 
whole clause must have their natural 
construction. The meaning of military 
power had been discussed in Rogers 
v. Whittaker (33 “The Times” L.R., 


270; [1917] 1 K.B., 942), and he now 
held that military power within the 
meaning of the clause included that 
of the Crown as well as.ot the ene ips 
of the Crown, It seemed that the Post 
Office was set on fire by being shelled 
by the forces of the Crown, and the 
fire spread thence to the plaintiff's 
premises; and on that he held that the 
loss was caused by military power of 
the Crown. The question of proximate 
cause had been discussed, but as the 
action of the insurgents prevented the 
fire brigade from saving these prem- 
ises, it might fairly be said that such 
action was one of the proximate causes 
of the loss. 

Fifthly, it was argued that if the 
loss was traceable to bombardment by 
the forces of the Crown, as he was 
satisfied it was, the defendant was pro- 
tected by the exception clause, prevent- 
ing liability for destruction by the Gov- 
ernment of the country. As to that 
point, the exceptions clause must be 
read as a whole. The word “destruc- 
tion” was coupled with “confiscation,” 
and he was satisfied that the destruc- 
tion aimed at was destruction carried 
out intentionally and deliberately, and 
was not destruction resulting accident- 
ally from action of the Government. 

In his opinion, therefore, the plain- 
tiffs were entitled to succeed. 

His Lordship then discussed the 
value of the plaintiff's buildings which 
had been destroyed, and of the con- 
tents, and gave judgment for the plain- 
tiffs for the sum arrived at, with costs. 

A stay was granted on terms. 


FRANK SMITH IN FIELD 


Becomes Special Agent in Eastern New 
York for Fidelity-Phenix—Starts 
October First 
Frank Smith, at present attached to 
fhe Syracuse office c? the General Ad- 
justment Bureau, has resigned and has 
been appointed special agent of the 
Fidelity-Phenix for Eastern New York 
with headquarters in Albany. Mr. 
Smith started fifteen years ago as of- 
fice boy for President Henry Evans, of 
the Continental, and previous to going 
with the General Adjustment Bureau 
was for five years in the loss depart- 
ment of the North British & Mercan- 
tile. Mr. Smith will take up his new 
duties with the Fidelity-Phenix on Oc- 

tober 1. 





JOHNSON WITH CONTINENTAL 


Former Engineer of New England Ex- 
change, Succeeds C. W. Pierce, Now 
In Home Office 





Charles W. Johnson, formerly a 
special inspector of the New England 
Exchange and engineer in the improved 
rick department, has been appointed 
New England field engineer of the 
Continental, Fidelity-Phenix and Amer 
ican Eagle succeeding C. W. Pierce, 
whose promotion to chief engineer of 
the Continental group attached to the 
home office was recently announced. 
Previous to his connection with ‘he 
New England Exchange, Mr. Johnson 
had been with the Factory Insuranc® 
Association for five years. 

BRITISH COMPANY STOCKS 

London, Aug. 15.--The _ insurance 
share market continues good. Sun Fire 
shares were largely dealt in, and the 
price went up from 138 to 13%. 

There has been a good rise in Lon- 
don Guarantees—from 21 to 24%. 

London & Lancashire has gone up al- 
most £3 on the week, and here again 
we have a share worth attention. 

North British & Mercantile shares 
have increased in price to over 38; 
and amongst other rises of the week 
are Royal Exchange stock to £255, and 
Sun Fire as already mentioned. As 
te Royal Exchange stock, the current 
price, it will be noticel, is very con- 
siderably in excess of the pre-war 
price. 








ZOUNDED 179 1792 Insurance Company of 1918 
ai) PHILADELPHIA 

; ity oe 3 126th ANNUAL STATEMENT DECEMBER 31, 1917 
: hah COR MMR iccsusbatineveceasckansuusdsucteancepwes $ 4,000,000.00 
b PEE, DOE WUE  siiiannciccavcecstonnssiescnue 10,630,740.40 
EE OO RP Rae 4,419,000.00 
S ae ED GE NE cc iscenuenecmereemecsiewetduuseenes 950,000.00 
NNO TOP TOMEEEOD siscndccsccsesesecncsvaasaceees 160,000.00 
The Oldest American REEL, acchGuts a cabboronecbeaaetcudtoadiae tlakwae und 8,317,502.26 
Stock Insurance Company OR AS gee 
DEE Ateondpand nenwsdeonmmsRdswecbsanbiienseree $28,477,242.66 


Surplus to Policyholders, $12,317,502.26 Losses Paid Since Organization, $192,518,273.33 

Fire Insurance, Tornado, Sprinkler, Exp losion, Inland Transit, Salesman’s Floater, 
Automobile, Use and Occupancy, Builder’s Risk, Tourist War Risk, Cotton Insurance, 
Marine, Rent, Leasehold, Parcel Post, Registered Mail. 








Firemen’s Insurance Co., Newark, N. J. 


January 1, 1918 
Ear ere -....+-$1,250,000.00 
Net Surplus ......... errr rrr ye ys me 
SURPLUS TO POLICYHOLDERS... .$3,634,971.20 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistan\ Secretary 








National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1918, to New York Insurance Department 





LIABILITIES 
CRE Ss MU GU a initcenariahnenssnasescavhusbendcesv essences $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- parka 
ee I cauiiunnibehacdcoscs evan svceenebeteesecs 11,073,438.19 
Unsettled Losses and other Claims....................0 2,168,701.64 
Net Surplus over Capital and Liabilities .............. . — 3,980,020.79 





Total Assets January 1, 1918........ prataskeien $19,222,160.62 | 


H. A. Smith, President F. D. Layton, Secretary F. B. Seymour, Treasurer 
G. H. Tryon, Vice-President S. T. Maxwell, Ass’t Secretary C. B. Roulet, General Agent | 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 




















Greater Capacity for Local Agents 








Use our unlimited capacity and wide experience for placing additional 
business beyond the capacity of admitted companies. 
Binding Contracts with Guaranteed Underwriters at Lloyds and British 


Companies maintaining United States deposits. Immediate telegraphic 
binders given. 


MARSH & MCLENNAN 


19 Cedar St. 1615 California St. 
NEW YORK DENVER 


901 Ford Bldg. 314 Superior St. 
DETROIT 


201 Sansome St. 
SAN FRANCISCO 


17 St. John St. 
MONTREAL 


107 S. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


‘‘The Best there is in Insurance Service’’ 























Associated Mutual 
Agency Incorporated 


B. J. ALLEY, Manager 


68 William St., New York 








Exceptional Facilities for Writing 
Business Throughout the United States 
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Why Fire Insurance 
Is A Profession 


MICHIGAN AGENT DEFINES IT 





Teaches Property Owners How to 
Build and How to Prevent 
Fires 
The statement has frequently been 
made that fire insurance is a profession 
rather than a business. While the ad- 
visory board of the revenue commis- 
sioner’s office in reality agreed to this 
definition it is rather interesting to 
see an agent’s reasons for putting fire 
insurance on the higher plane. There 
follows the conclusion to that end 
reached by George M. Goodell, presi- 
dent of the Michigan Fire and Casualty 

Agents’ Association: 
The Supreme Test 

“What is fire and casualty insurance? 

“It is a profession which the general 
public thinks is only a business or 
trade; and which many of its prac- 
titioners think of in the same way. 
Many of the insurance laws passed 
within the past five years treated in- 
surance as a form of merchandising. 
The supreme test of a profession is its 
effort to make itself unnecessary. This 
is the widest gulf between a profession 
and either a business or a trade. The 
seller of dry goods or groceries does 
all in his power to extend the use, and 
make unfailing the demand for the 
goods he sells. The physician labors to 
awaken the public to laws of health, 
whose observance will make it un- 
necessary to call a doctor; the lawyer 
advises against lawsuits, and works 
for reformed procedure. The teacher 
tries to make learning universal and 
saturate the air with it. 

“Society needs the guidance of the 
fire insurance expert as truly as it 
needs the guidance of the sanitary or 
legal or mechanical ‘expert. The tech- 
nical, social and moral problems with 
which the fire insurance men wrestle 
are not surpassed in importance by any 
other group of problems that confronts 
the business world. Failure to recog 
nize the professional standing of fire 
insurance has wrought confusion both 
within and without our ranks. 

“The record of fire insurance is un- 
mistakable. The fire insurance pro- 
fession labors to teach the public how 
to build so property shall not burn up; 
how to put out fires before they start. 

“Your grocer asks you what you 
need; your carpenter asks what You 
want done; but your lawyer and doc- 
tor take the helm and tell you what you 
need, and what you must do to get it 
The real fire insurance man stands be- 
sides the lawyer and the doctor. 


Invisible But Real Protection 


“IT covet for fire and casualty insur- 
ance men a like standing. No profes- 
sion is charged with greater responsi- 
bilities. The whole structure of the 
commercial world is held together by 
the cement of fire insurance. We all 
sleep with the wings of the invisible 
but real protection of this unrecog- 
nized profession extended over our 
couches. Society has long recognized 
the professional character of the man 
who guards our property rights, and 
the man who safeguards our health. 
Why not the man without whose train- 
ed activities credit would have no ade- 
quate basis in the world of property, 
and life itself would be invested with 
new perils during every hour of work 
and every moment of sleep?” 


R. M. ANDERSON TRANSFERRED 

The National of Hariford has an- 
nounced the transfer of Special Agent 
Rh. M. Anderson from Texas to Virginia, 
Maryland and District of Columbia. 


LIBERTY LOAN LETTER 
Sent To Stockholders of the Continent- 
al—Company Will Make Large 
Subscription 

President Henry Evans, of the Con- 
tinental, has mailed the following cir- 
cular to stockholders of the Continental, 
relative to the Fourth Liberiy Loan: 

To our stockholders: For the fourth 
time our Government asks the public 
for funds with which to prosecute the 
war. The amount, probably $6,000,000,- 
000 (the largest amount ever raised by 
one nalion at one time in the history of 
the world) is larger than any previous 
loan because of the growing cost of 
war. Our overseas army approximates 
1,750,000 men. Cost of food, cloth*s, 
munitions, transportation, etc., mounts 
into the billions. The strain of waz is 
upon us. We now have a realizing 
sense of the present loss in men and 
money, and the necessity for service 
and sacrifice, for economic and patriotic 
devotion. 

If the American people make a quick 
and liberal response to this request, 
the Fourth Liberty Loan may well prove 
to be the Victory Loan. This loan of- 
fers every American citizen a chance to 
send encouragement and help to the 
American Army which is now playing 
such a valiant part. 

The Company made large subscrip- 
tions to the first, second and third Lib 
erty Loans and we want to make as 
good a showing as possible for the 
fourth. We are, therefore, writing to 
ask if vou will place your subscription 
to the Fourth Liberty Loan with us, and 
we will thank you for an early reply 
indicating to what extent you desire us 
to enter your subscrip‘ion. 

We are enclosing herewith subscrip- 
tion blank for your use. 


CHARLES E. DOSSER DEAD 
Fireman’s Fund Representative Well 
Known Up-State—Was Sixty- 
Seven Years Old 
Charles EK. Dosser, staie agent of the 
Kireman’s Fund, died in Syracuse, N. 
Y., a few days ago. He was sixty-seven 
vears old, and is survived by two daugh- 
ters and two sons, one of whom, W. 
W., is now in France with the Syracuse 
University Hospital Unit. The funeral 

was held on Wednesday. 

Mr. Dosser was born in the state of 
Tennessee, but had lived in Syracuse 
for a quarter of a century. He had a 
large acquaintance among insurance 
agents. 


LAUGHLIN SINCLAIR RETURNS 

Laughlin Sinclair, general manager 
of the North British & Mercantile. who 
has been visiting the United States 
head office of the company for several 
months, sailed last week for England. 




















| 7 y/ ° 
| London" Lancashire 
Fire Insurance Co. Ltd. 


| OF LIVERPOOL, ENGLAND. 
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‘ 65th Annual Statement 
BIR, as cinsadee dats easiaecaunneeinlll 008.60 
EEL, nexnasdnnesssandanven eee» 2,923,025.51 
f reer 0d00ensede 500,000.00 
Conflagration Surplus ...........+. 250,000.00 
of Watertown... sirvius to Policyholders........ 2,650,983.09 
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‘. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special, Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 








JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


40 CLINTON STREET || SERVICE 80 MAIDEN LANE 
NEWARK NEW YORE 
| FIRST Phone John 4560 








Phone Market 6536 








WALTER F. 


ERRICKSO 


AGENT 


95 William St. 
New York 


38-40 Clinton St. 
Newark, N. J. 








BINDERS EFFECTED ON NEW JERSEY RISKS 


Irvin T. Bernhard 
68 William St., 19 Elm Ave., 
New York, N. Y. Hackensack, N. J. 


Scottish Union & Nat. Ins. Co. Eagle & Br. Dom. Ins. Co. 
Niagara-Detroit Und. Glens Falls Ins. Co. 
American Eagle Ins. Co, 


THe HUMBOLDT Fi, BSURANCE co 


Conservative -- Sound -- Progressive 
Statement January 1, 1918 


Ohio Farmers Ins. Co. 
Yorkshire Fire Ins. Co. 








fi ASSET goso.ses.cs | LIABILITIES 
OTTEABES — .- wees seresnccavecevans 0S. IE | sitxcndsniisiedseesintetasned $ 300,000.00 
Real Estate ee Yoaseogo || Unadjusted Losses .............. 93,290.82 
Cash in Office and Banks....... SEE | | WEUNNOUD . ccdercccnnvesccnccsseveces 1,024,694.02 
Interest Due and Accrued...... 16,915.50 || Other Liabilities ................ 28,500.00 
Agents’ Balances ................ 180,375.54 || Net Surplus .......---.ssessveees 304,131.20 
Camtateral LOOKS cesecscccesscace 32,643.75 
Re-insurance Losses Due from 

Other Companies .............. 858.52 

$1,750,616.04 | | $1,750,616.04 


A. H. TRIMBLE, President 
EDWARD HEER, Vice-Pres, & Secy. F. W. SCHRATZ, Asst. Secy. 














FREv. S. JAMES 


United States Managers 


of Paris, France 


of Paris, France 





FRED S. JAMES & CO. 


GENERAL FIRE ASSURANCE CO. 
URBAINE FIRE INSURANCE CO. 


EAGLE & BRITISH DOMINIONS INS. CO. Ltd. 
of London, England 


UNDERWRITING SERVICE THROUGHOUT THE UNITED STATES 


— == 


GEO. W. BLOSSOM WM. A. BLODGETT 








123 WILLIAM STREET 


Cc. B. G. GAILLARD 
Assistant Manager 


NEW YORK 
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MARINE DEPARTMENT 














Full Cargoes of Coal by Sailing 
Vessels to South America Proved to Be 


Very Unprofitable Business to Marine 
Underwriters for the Last Six Months 


We have pointed out in one of our 
previous issues the undesirability of 
insuring cargoes of coal by sailing ves- 
sels to South America, on account of 
the fact that the prepaid freight is 
four or five times in excess of the 
value of the coal. 

Since February this year, about 
twenty-two vessels have sailed from 
Atlantic United States ports to South 
America, and have put into ports of 
distress with their cargoes heated and 


on fire, causing heavy general average. 


expenses for the underwriters, although 
there is a serious question as to their 
liability for damage to the coal itself. 
This being such an unusual number 
of casualties, compared to the small 
number of vessels which have actually 
gone forward without trouble, there 
must be something seriously wrong 
with the shipment of this commodity. 
The most cases have been 
where screenings or sweepings have 
been shipped as stiffening for the ves- 
sel, say from Philadelphia until she 
arrived at Norfolk to load the balance 
of her cargo, or the same may be ac- 


serious 





GOVERNMENT COMPETITION 


Marine Vaderwriters Gratified That 
Few Shippers Are Deserting For 
Temporary Lower Rates 


Marine underwriters this week ex- 
pressed gratification that a much small- 
er proportion of steamship companies 
and shippers than was expected by 
the companies are sacrificing their long 
standing marine insurance connections 
to take advantage of the temporary low- 
er rates of the Government War Risk 


Bureau. The comment was occasioned 
by the announcement by the Galves- 
ton agent of the Mallory and Clyde 
steamship companies on Tuesday that 
those companies in the future would 
cover shippers over their routes in the 
Government War Risk Bureau because 
of the lower rates afforded. The ma- 
rine offices generally have reduced their 
rates in anticipation of a much greater 
number of shippers taking similar 
action. 


LAKE ICE HAZARD GONE 


Government Action in Bringing Ships 
to Coast Prevents Repetition of Previ- 
ous Years’ Heavy Losses 


A Detroit lake marine underwrite: 
who was in New York this week stated 
to The Eastern Underwriter that the 
action of the Government in removing 
to the coast the majority of lake ves- 
sels for the winter relieved the com- 
panies writing lake business from the 
possibility of suffering another run of 
heavy ice losses. He stated that this 
move is viewed favorably by inland 
shipowners and in some instances may 
be continued individually after the war. 
They believe, he said, that in this way 
their ships can be in use all year round 
instead of being laid up for the four 
winter months. 


counted for through the fact that all 
the coal shipped is under Government 
control, being left in open lots and is 
subject to the extremely high temper- 
ature of the summer months, and that 
spontaneous combustion had already 
started in the coal before it was 
shipped, and after being confined in 
the hold of the vessel without ventila- 
tion, there was no possibility for the 
heat to escape, and the temperature 
rose to such a height that it was im- 
possible for the vessel to go any fur- 
ther. 

Taking into consideration the phys- 
ical hazard which has developed in 
connection with these shipments, as 
well as the question of the prepaid 
freight being paid to an extent of over 
four or five times the value of the coal 
itself, when a vessel puts into a port 
of distress, underwriters writing this 
commodity are confronted with extra 
hazards for which they ought to charge 
a very handsome rate of premium, or 
they will be compelled to suffer extra- 
ordinarily heavy losses. 

OBSERVER. 


SL SCTHICAL HAZARDS 
Book On Subject By Thomas Henry 
Day, Published by Hartford 
Insurance Institute 


The Insurance Institute of Hartford, 
Inc., has published a book of 120 pag2s 
on “Electrical Fire Hazards,” consist- 
ing of practical instructions on ‘he 
subject given to The Insurance Insti- 
tute of Hartford, by Thomas Henry 
Day, of the New England Insurance 
Exchange. The book is illustrated. 


MAX GRUNDNER DEAD 

The offices of Chubb & Son were 
closed on Wednesday afternoon to per- 
mit the members of the staff to attend 
the funeral of Max Grundner, member 
of the firm and secretary of the Fed- 
eral Insurance Co., who died on Sun- 
day at his summer home at Sea Gate, 
Es. 'S. 

Mr. Grundner started as a marine 
underwriter in Philadelphia in 1887, 
representing the General Marine Ins 
surance Co., of Dresden, Germany, as 
United States manager. In 1899 he be- 
came associated with Chubb & Son as 
manager and was made a member of 
the firm in 1901. He had been secre- 
tary of the Federal since the company 
was organized. 


VIRGINIA AGENTS ELECT 

At the recent annual meeting of the 
Virginia Local Agents’ Association, the 
following officers were elected: Rufus 
Parks, Norfolk, president; Taylor Twy- 
man, Charlottesville, first vice-presi- 
dent; Thomas Rutherford, Roanoke, 
second vice-president; A. L. Richard- 
son, Richmond, secretary-treasurer. 


0. G. ORR MEN IN SERVICE 
0. G. Orr & Company, Inc., managers 
of the Atlantic marine department of 
the Fireman’s Fund, have contributed 
twenty-one men to the service. Eleven 


are in various branches of the army, 
nine in the navy and one in aviation. 





AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW 


YORK 


CASH CAPITAL AND SURPLUS $1,000,000 





EQUITABLE UNDERWRITERS or NEW YORK 
SURPLUS $793,852.75 





Marine and War Risk Insurance 
Losses made PAYABLE in all parts of the world 


C. R. EBERT 


MARINE MANAGERS 


& CO., Inc. 


PHONE 263-264 BROAD 


48 BEAVER STREET, NEW YORK 














DMs ComBé 
INCORPORATED 
56 Beaver Street New York 


In addition to our regular marine and war risk business, we now 
have a department for writing FIRE insurance only on vessel prop- 


erty of all descriptions. 


We would be pleased to receive applications from agents and bro- 
kers having this class of business to place. 


FIRE, MARINE AND WAR RISK INSURANCE| 


Losses made payable in all parts of the World 








CABLE ADDRESS: MACOMB, N. Y. 





TELEPHONE BROAD 631 























WM. H. McGEE & CO. 


MARINE 
15 WILLIAM 


General Agents Marine Department 
St. Paul Fire & Marine Insurance Co. 
Phenix Insurance Co. of Hartford 
Great American Ins. Co., New York 
Camden Fire Insurance Association 
Westchester Fire Insurance Co. 
Niagara Fire Ins. Co. 


UNDERWRITERS 
STREET, NEW YORK 


U. S. Managers 
Skandinavia Re-insurance Co. 
(Copenhagen) 

Agents Marine Department 


Providence Washington Insurance Co. 
Massachusetts Fire & Marine Ins. Co. 














Telephone Hanover 2054 


Established 1898 


Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 


Insurance Exchange, CHICAGO - 


- 45 Wall St.. NEW YORK 














Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 











BRITISH AMERICA 
ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 
January 1, 1918 
LLL INTL $2,192,173.14 
Surplus in United States..... 772,927.35 

Total losses paid in United 

States from 1874 to 1917, 

INE sacccunsacousvanscans 25,298,472.00 
W. B. MEIKLE, Pres. & Gen. Mgr. 





““STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 


Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 
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Disputes View On 
Concrete Ships 


ARE GOOD MARINE RISK NOW 





Shipbuilder Says Concrete Repairs to 
Steel Ships Have Been Customary 
for Years 
That concrete ships are a good ma- 
rine risk now and that repairs to ves- 
sels of this structure ai sea can be 
made even more easily than the con- 
crete repairs to steel ships which have 
been customary for years is the state- 
ment made to The Eastern Underwriter 
on Wednesday by H. Fougner, presi- 
dent of the Fougner Concrete Ship- 

building Co., Inc., of New York. 

Mr. Fougner wrote The Eastern Un- 
derwriter as follows on September 1s: 

“Editor The Eastern Underwriter:—I 
have just been handed a clipping from 
The Eastern Underwriter of August 2, 
in which a reference is made to the 
fact that a concrete ship will not be 
considered a first-class marine insur- 
ance risk for a number of years on ac- 
count of the time required to erect dry 
docks, concrete working plants, etc. I 
shall be glad to see a representative 
from your office if you should care to 
send one.” 


Norway Gives Lower Rate 

When interviewed, Mr. Fougner sta‘ed 
that already concrete vessels built by 
Lis company in Norway had been in- 
sured with no difficulty and had recvived 
favorable marine insurance vrat2s as 
compared with first class steel steam- 
ers. He said that contrary to there be- 
ing any difficulty in repairing concrete 
bottoms at sea, it was a much simpler 
cperation than repairing a steel ship 
with concrete. He also said that a 
preponderance: of concrete ships in 
world trade would mean th? “scrap- 
ping” of ninety per cent. of the pres- 
ent steel equipment of the ship repair 
yards the world over. The reason for 
this he gave as being the fact that con- 
crete is not only much easier to trans- 
port, but does not require gigantic 
cranes and similar instruments to 
place ‘he ship plates in their positions. 
Instead the equivalent instruments in 
concrete shipbuilding are wheelbarrows 
and shovels. 

The repairing of a large hole is also 
more easily effected in the case of 
concrete ships is the belief of M~>. Foug- 
ner. He described such an operation 
as requiring only the planing of the 
broken edges of the hole in the con- 
crete, the bending back and planing of 
the broken s‘eel bars, lapping them 
with new bars and “the repaired por- 
tion has the same strength as origin- 
ally.” 

“A similar operation on a steel ship.” 
Mr. Fougner said, “would require the 
same drydocking of the vessel, but 
would also necessitate a greater ex- 
penditure of time, skilled labor, spe- 
cially prepared implements and would 
resul* in a greater financial loss to the 
shipowner or underwriter.” 


BERNARD CREMER DEAD 


Bernard Cremer, president of the 
German Fire, of Peoria, Ill., died at his 
home in that city last week. He was 
seventy-eight years of age. 


U. S. COMPANIES ORGANIZE 


R. Emory Warfield, president of the 
Hanover Fire, has been selected as 
Chairman of the organization commit- 
tee of the United States Fire Com- 
panies’ Conference. 


Continental Wins 
Baseball Pennant 

BEAT ORR IN DECIDING GAME 

Niagara Second; O. G. Orr & Co. Third; 


Hartford Fourth; Travelers Fifth; 
Phoenix Sixth in Race 








For the first time since its entry in 
the league the Continental wins the 
pennant. The deciding game was 
played at Arctic Park, Ridgewood, on 
Saturday, September 21; following is 
the box score: 





Continental 

; R. H. fF 
Corwin, c. 0 2 1 
Norton, 2b. ... 1 0 0 
Sullivan, ss. . 2 1 1 
Brenner, 3b. ... 0 1 0 
Moder, Ib. 0 2 0 
Merkel, p. 0 0 2 
Cocciardo, Ib. 0 0 0 
Conway, cf, 0 l 0 
Dugan, rf. 0 0 0 

Ed vianentapaeds aweersivns 33 3 7 4 

RK. HW I 

Heizler, ss. 1 1 1 
Ramsey, Ib. 0 2 0 
Werthwein, 3b. . 0 0 0 
eee re 4 0 | 0 
Brennan, c. 3 0 0 0 
Reilly, ef. 0 1 0 
Baker, rf. 0 1 0 
PMR, BG 2dvtvescetedeesdnes 2 0 0 0 
MONG) We aescverertesresavesaives ; 0 0 1 
EE diwnavieexcatanssaervawent 1 0 1 ot) 

BORGES | ctiicestncncdavensweweues 30) 1 7 2 


"Batted for Hale in ninth; Corwin out for 
interlerence, 

COME.  weesccccecccosens 1000020 0 0-3 
SF We Sic cictnncivace 0010 00 0 0 0-1 

Left on bases—Contirental, 5; O. G. 
Orr, 10. Two-base hi*s—Corwin. Sac- 
rifice hits--Sullivan; Ramsey, 2; Bren- 
nan. First base on errors -Continent- 
al, 2; O. G. Orr, 4. Stolen bases—Mer- 
kel, Brennan, Reilly. Bases on balls 
off Merkel, 3; off Wiley, 1. Struck out 

by Merkel, 7; by Wiley, 8. Hit by 
pitchers—by Wiley, 1-Norton. Um- 
pires: Wilson and Stone. 

Time of game—2: 08. 

The Continental team has finished 
the league schedule of 14 games, win- 
ning 12 and losing 2, wi‘h a percentage 
oi .857. As its nearest competitor has 
lost 3 games, the Continental cannot 
bc overtaken, 

Frank Merkel of the Continental wins 
the gold medal which the league awardsé 
tu the pitcher winning the greatest 
number of games. He received loyal 
support from his teammates. 

A. M. Broden managed the team this 
season. 


Relative positions of the clubs to 
date: 
Played Won Lost Pct. 
Continental. Fidelity 
Phenix, Am. Eagle 14 12 4 857 
rn 13 10 3 79 
O. G. Orr & Co...... 13 9 1 692 
ITartford Fire ....... 14 & 6 571 
TERVOUETS icciexeescccce 11 5 6 454 
Phoenix Assurance.. 14 4 10 285 
Wade Robins’n '& Co, 14 i 1” . 285 
Metma LMC saicccsncs 13 1 12 .076 


The League Ball will take place at 
Palm Garden, 58th Street and Lexing- 
ton Avenue, on Friday, November Ist, 
1918. 


BALTIMORE PREMIUMS 





More Than $2,100,000 For Six Months 
Written in That City--How 
Companies Rank 


The premium volume of Baltimore is 
nore than $4,000,000 a year. For the 
first six months of this year it was 
more than $2,100,000. Companies writ- 
ing more than $20,000 for that period 
follow: 


Aetna . .. $20,933 Ins. Co. N. A...$37,268 
Agr. vetsaveswos Oe 22 & EO aa 
Balto.tAm ae MPG FB Bees cuses 1), 849 
Central .... 119.110 National - 78 437 
Am. All, cssceces MOG. Batt. Lib. sieve See 
a Sree 44,837 N. Y. Und...... 21.154 
Boston .......... 22,149 Niagara 24.011 
Py -ssvacedien 0.737 N. B. & M... 1.417 
Fid.-? 7166 Northern 7 O10 
Fireman's 924 Phoenix (Ct.) 22 N78 
Fireman’s Fd. .. 29951) Queen AY 217 
Gt. Amer 25.274 Roch Dep't Rk 434 
Hartford ; 51,661 Royal . 1h URS 
Home , .... 70.048 Sun , . 23.549 
Home Un, . 70,048 West ‘ 22 643 




























aay pea Yi Si 


inal “VU. S.A. , 










T Fica sac a 






Marine and War Risk 


INSURANCE 


596 BEAVER ST. - - NEW YORK 


JESSE SPIER 


RICHARD D. JONES 
UNDERWRITERS 


GUARANTY TRUST CO. 
EQUITABLE TRUST CO. 
NATIONAL CITY BANK 


Bankers - 


( 2612 
Telephone Broad } 2613 
2614 























Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS 4. POST, U. S. Mer. R. C. CHRISTOPHER; Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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COMPANY COMPANY 


HARTFORD, CONNECTICUT 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 
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Report of the 
American Bankers 
Insurance Committee 





DISCUSSES RATES AND FORMS 


Banks Pay $3,000,000 Premiums for 
Fidelity and Burglary Insurance— 
Attitude Toward Agents 


The American Bankers Association 
met in Chicago this week. The report 
of the insurance committee was read 
yesterday afternoon. It follows: 

To Members of the American Bankers 

Association: 


The business of insurance is a highly 
technical and scientific one. Knowing 
this, your committee soon after its ap- 
pointment, engaged the services of an 
expert who has given to us his train- 
ing and ability at a very reasonable 
cost. The four years’ experience of the 
present members, together with the 
training of the secretary, has enabled 
your committee to meet the foremost 
insurance authorities time and time 
again upon their own ground with great 
credit and profit to the membership of 
the American Bankers Association. 

There have been devised by this com- 
mittee and brought into general use, 
insurance contract forms that really 
and actually pay the losses intended 
to be covered. Every attack upon 
member banks has been inquired into 
by your committee and the proper ap 
plication of the insurance coverage has 
been defined and secured. Forms are 
being continually improved and we find 
that changes are necessary to be made 
from time to time to meet new condi- 
tions. As a result, burglary and rob 
bery claims have increased from 7 per 
cent. of the premiums paid in 1913 by 
member banks to 30 per cent. of the 
premiums paid today. These claims in 
1913 were $30,000; in 1915, $71,000; in 
1917, $103,000, and for the past term 
of twelve months, 1918, they are $167,- 
000. The number of attacks have been 
no greaier than heretofore. Gan a 
greater insurance service be performed 
for member banks than obtaining the 
settlement of just claims? 

Your committee at no time asked any 
insurance company to pay an improper 
claim; on the contrary, we have sought 
to maintain only a just and fair and 
honorable relation to the insurance 
companies; this attitude has been more 
or less recognized, and the insurance 
companies are tending to submit cases 
in controversy to your committee for 
decision. Very recently, for instance, 
one of the largest insurance companies 
in the business submitted a case in- 
volving a loss of $3,000, which the 
company thought it should not pay; 
your committee, through its secretary, 
set forth in reply the reasons why in 
the committee's judgment the claim 
should be paid. On April 29, the com- 
pany replied as follows: “Perhaps the 
only comment that is necessary is that 
we have decided to pay the claim.” 


Insurance Rates 


With respect to insurance rates, it 
has been the experience of your com- 
mittee that the banks of this associa- 
tion prefer adequate insurance protec- 
tion at proper cost, rather than any 
possible question involved in cheap in- 
surance. For instance, we announced 
in our 1914 report and again in 1916, 
that a rate of $2.50 per $1,000 on the 
fidelity bond was fair; we nevertheless 
obtained and submitted to you later a 
proposal to reduce this rate 20 per 
cent., this proposal coming from = cer- 
tain interests which already had the 
strong endorsement of many large 


member banks of the asso¢jation; one 


bank, and one only, elected to avail 
itself of this reduction. We have re- 
ported to you previously that the in- 
surance companies have a wide margin 
of profit in the burglary insurance busi- 


ness of member banks. While we have 
obtained no reduction in these rates, 
we feel that obtaining proper coverage 
and settlement of claims reflected in 
the largely increased payments to 
banks has been a more valuable serv- 
ice. 

In some states the local insurance 
situation may seem to demand the or- 
ganization of mutual companies to care 
for the interest of banks and bankers 
in these states. This has been done 
in. states, we are informed, with ap- 
parent degree of success, and we un- 
derstand that other states have similar 
plans in contemplation. Your commit- 
tee has heretofore, and will continue 
to co-operate with such state enter- 
prises. In our report of September 25, 
1916, we outlined the possible advan- 
tages of an insurance company oper- 
ated by or under close relation with 
the American Bankers Association and 
at that time we stated-—“Notwithstand- 
ing these possibilities, your committee 
does not believe that the American 
Bankers Association should either di- 
rectly or indirectly engage in the in- 
surance business, other than by aain- 
taining some committee for performing 
an advisory service as is now being 
done.” The facts submitted in this, 
our report, today, indicate the realiza- 
tion of all these possibilities through 
the. activity of your present insurance 
committee, and we deem it our duty 
to bring to your attention again our 
1916 report above quoted. This busi- 
ness is a hazardous one; many com- 
panies have failed; it may bring the 
association into an embarrassing situ- 
ation should it become sponsor for any 
business undertaking fraught with risk 
of loss and with so many causes of 
disputes as that of insurance. 

No Insurance Men Present 

The member banks of this associa- 
tion are paying premiums for various 
forms of fidelity and burglary insur- 
ance of approximately three million 
dollars per annum; we have always 
maintained that the greatest service 
can be rendered its members by this 
association in the maintenance of a 
committee to represent the interests of 
the members in a supervisory and reg- 
ulatory capacity. The mere existence 
of the committee prevents abuses, and 
a comparison of conditions as they 
existed five years ago and those of to- 
day will convince the most skeptical 
of the great service the association has 
rendered its members in this connec- 
tion. Your committee today has at- 
tained to such a position that it com- 
mands the respect of the insurance 
companies, and its interpretation of 
policy contracts in disputed or uncer- 
tain claims is usually accepted. Can 
the association afford to terminate its 
insurance work along these lines with 
the result that former unsatisfactory 
settlement of claims would soon ob- 
tain? In fact, we are sure that for the 
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L General Building 





every dollar. 


Workmen’s 


conditions. 





Qur Men and Qur Money 


are being destroyed by industrial accidents at 
a time when the Nation needs every life and 
Not all industrial accidents are 
preventable, but a great part of the Nation’s 
loss from this cause can be saved by efficient 
accident-prevention service. 
Compensation Insurance Department of the 
Maryland Casualty Company, 
maintains a large field force of alert and ex- 
perienced safety inspectors under the direction 
of a safety engineering expert. 
these able specialists not only means a decreas- 
ing number of accidents and hence a reduced 
loss of men and material; in addition it means 
correct classification and accurate rates for 
Compensation Insurance—with 
full credit in the rate for improved safety 


Maryland Casualty Company 
THE TOWER 
BALTIMORE 


The Workmen’s 


Baltimore, 


The work of 








Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


first time in many years there are no 
representatives of insurance companies 
attending our meetings. Why? The 
reason is apparent — they: feel that the 
conflict of ideas regarding the insur- 
ance question which has arisen may 
lead to an abandonment of the work 
of this committee. 

We have to advise you of the resig- 
nation of the committee’s secretary, 
Mr. B. A. Ruffin, to accept an official 
position with one of the leading acci- 
dent insurance companies, which com- 
pany, however, does not write fidelity 
bank insurance. Mr. Ruffin’s office is 
now in New York City, and since the 
appointment of Mr. L. W. Gammon as 
Acting Secretary of the committee, Mr 
Ruffin has rendered valuable assistance 
in connection with furnishing informa- 
tion and statistics relative to the past 
activities of the insurance committee 
and the insurance situation generally. 

The cost of the insurance committee 
we desire to emphasize has never ex- 
ceeded 25 cents per member per an- 
num, and at the present time is cost- 
ing approximately 15 cents per mem- 
ber per annum. 


Changes in New Form 


Meetings have been held with vari- 
ous insurance companies and the burg- 


Something New 





PHILADELPHIA 





lary association in connection with the 
new burglary and robbery policy, which 
has been finally approved and adopted. 
This new form contains such material 
changes that the attention of members 
should be called to it in this report. 
Some of the changes are as follows: 

1—All bank burglary policies here- 
tofore have assumed liability for at- 
tacks upon the equipment of the bank 
only while such equipment was located 
in the banking rooms described in the 
policy. The new policy extends the 
coverage to the safe or safes while lo- 
cated in the banking rooms “or while 
located in any other place after re- 
moval by thieves or robbers or their 
accomplices,” 

2--The robbery or hold-up liability 
has heretofore been limited to the 
usual and regular office hours of the 
bank. The new policy provides that 
the insurance company shall be liable 
for robbery or hold-up not only during 
the regular office hours of the bank, 
but “at any time while two or more 
officers or office employees are en- 
gaged at work in the said premises.” 

3—Dispute has arisen from time to 
time as the amount of return premium 
due the bank on cancelled policies. In 
order to secure an exact unearned re- 
turn premium on all cancellations, it 
has been provided in the new policy 
that all unearned premiums shall be 
computed “pro rata.” 

4—-The liability of the insurance com- 
pany for robbery has heretofore been 
limited to a felonious and forcible tak- 
ing of property by violence inflicted 
upon the person or persons in the ac- 
tual care and custody of the property 
at the time, or by putting such person 
or persons in fear of violence. The 
new policy has broadened this liability 
to include loss due to any “overt feloni- 
ous act committed in the presence of 
such person or persons, and of which 
such person or persons were actually 


(Continued on page 22 
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Surety Loss Records 
Proved Ilusive 


TOWNER ON AMERICAN FIDELITY 





Thought it Was Making Money on 
Bonds When it Was Not— 
Analyzes Figures 
In an address on bank fidelity insur- 
ance before the American Bankers 
Association’s convention at Chicago, 
R. H. Towner, authority of surety 
rates, said there are three _ factors 
which combine to afford proper se- 
curity to banks: the premium must be 
adequate so that the insurers will be 
solvent; the amount of insurance must 
be proportioned to the bank’s risk of 
loss, the insurance contract must be 
so drawn as to be clearly understood 

and furnish sufficient coverage. 

To insurance men the most interest- 
ing thing about Mr. Towner’s address 
is a table which he has compiled show- 
ing the complete experience of the 
American Filelity Company for seven- 
teen years, including its true loss ratio. 
It furnishes an unusual opportunity to 
actuaries for a careful study of a com- 
plete cycle of fidelity and surety ex- 
perience. The lessons he draws from 
this table follow: 

When Losses Mature 

1.—Surety underwriters have long 
known that losses follow two or three 
years after premiums are written. The 
table makes this plain and fixes the 
maturity date for loSses with surpris- 
ing accuracy. The peak of the Amer- 
ican Fidelity Company’s premium earn- 
ings was reached in 1911, when prami- 
ums were $1,900,000. The peak of its 
losses, however, was not reached till 
1913, when losses were $1,482,000. Its 
losses, therefore, were at least two 
years behind its premiums. This is 
shown again by another test. Its 1914 
premiums were but one-fourth of its 
1913 premiums. That is, they dropped 
from $1,243,000 in 1915 to $300,000 in 
1914. But there was nothing like a 
similar drop in losses. Losses for 1914 
were approximately forty per cent. of 
1913, nearly half 1912, and nearly equal 
to the 1911 losses, when the company’s 
premium earnings were $1,900,000, 
against 1914 premiums of only $300,- 
000. To find a point where losses 
dropped to one-fourth, it is necessary 
to compare the losses of 1915 and 1917. 
The former were $466,000 and the lat- 
ter $115,000. Hence, again we find 
that the cut in premiums between 1913 
and 1914 is not reflected in a like cut 
in losses, until we compare the years 
1915 and 1917. By this test, therefore, 
as by the former, it appears that losses 
de not mature until two or three years 
after premiums are written. 

2.—-With this data, observe how mis- 
leading are current loss ratios. Aftar 
the year 1904, the company began to 
grow rapidly. As premiums increased 
each year, its losses increased in a 
Smaller proportion. But its annual re- 
ports for these years show a com- 
parison of current losses with current 
premiums, resulting in the low per- 
centage shown in Table B. It is now 
evilent, however, that current losses 
compared to current premiums show 
ratios that are pure fiction. The loss 
ratio of any one year never, except by 
chance, coincides with any company’s 
true loss ratio, since the latter is the 
combined average of many years. But 
if the losses of any one year are com- 
pired with the premium earnings of 
two years earlier they will, in surety 
underwriting, furnish a much nearer 
approximation to the true loss ratio. 
Comparing the losses of one year with 
premium earnings of the same year 
in a rapidly growing company leads to 
no true result at all. It cannot be 
even approximately correct. It is sim- 
ply a mischievous illusion. 

Loss Ratio At Maturity 

Ilow the American Fidelity Company 
was misled in this respect is clearly 
‘hown by the table. Its loss ratio at 
the maturity experience was 71 per 


cent. But for seven years, 1905-1911 
inclusive, it had an apparent loss ra- 
tio which never exceeded 43.5 per cen.., 
and averaged only 34 per cent. Dur- 
ing all this time the company thought 
it was prosperous. Its business was 
increasing, its apparent loss ratio was 
low, and its ‘lirectors actually declared 
and paid dividends out of its imaginary 
“profits.” In fact, during all ‘this time 
it was losing money. It was deceived 
by the false comparison of current 
losses with current premiums. Had it 
compared its losses each year with the 
premiums of two years earlier, the il- 
lusion would have been dispelled. 

3.—Not only the time necessary for 
deferred losses to mature, but the 
amount of these losses is ascertain- 
able with approximate accuracy. At 
the end of 1911, the American Fidelity 
Company was eleven years old. It had 
reached the peak of its premium earn- 
ings and its apparent prosperity. More 
than one-half of the ‘otal premiums 
had then been written-—$4,863,000 out 
of a total for seventeen years of $8,- 
590,000. But much less than one-half 
its total losses had then been paid— 
only $1,627,000 out of $5,888,000. At 
this period “hen it has received 56 per 
cent. of its total premiums and had 
paid only 28 per cent. of its total 
lesses. Its loss ratio at the end of 
1911 was only 34 per cent. of the prem- 
iums which had then been written. 
This loss ratio, when its experience 
finally matured, was 71 per cent. So 
that in the first eleven years of its 
history its current loss was slightly 
less than half the true loss ratio 
shown when its experience matured. 
In the remaining six years it had to 
pay $4,261,000 of losses while it wrote 
only $3,727,000 of premiums. This re- 
sult was not due to a sharp change in 
the eempany’s management or under- 
writing policy, for its management and 
p°licy remained the same. Its appar- 
ent loss ratio at the end of 1911 was 
purely fictitious. Instead of the appar- 
ent 34 per cent. it was really 71 per 
cent And the deferred losses which 
created an illusory prosperity in its 
first eleven years engulfed its earnings 
in its last six years. 

Management Expenses Reasonable 

4—The management expenses shown 
in the table come to an average of 43.8 
per cent. of premiums for the whole 
seventeen years. This is a reasonable 
figure for any company writing large 
general lines. For a company special- 
izing on a small line, the management 
expenses would probably be_ higher. 
It is customary to treat as “Manage- 
ment Expense” all of a company’s dis- 
bursements not included under the 
head “losses.” This custom is too old 
to be broken by me. Those unfamiliar 
with surety underwriting, however, 
should be told that “Management Ex- 
pense” in reality includes a great deal 
of monev which the company never 
sees; and considerable more which it 
must pay out by law. The money 
which the company does not see is the 
agents’ commissions. These varv, but 
a fair average is 25 per cent. This is 


Mitchell Addresses 
Industrial Boards 


CONVENTION IN 
Advisable to Award a Definite Increase 
of 33 1-3 Per Cent. for Vocational 
Reasons 


WISCONSIN 





The fifth annual meeting of the In- 
ternational Association of Industrial 
Accident Boards and Commissions was 
held in Madison, Wis., this week. One 
of the principal addresses was made 
by John Mitchell, chairman of the In- 
dustrial Commission of New York. His 
topic was “How Should Permanent 
Disability Be Compensated?” 

The discussion of this subject is 
based upon the permanent partial dis: 
ability provisions of the New York law 
which is quoted. In the administra- 
tion of the law consideration has been 
given to the vocational element to mod- 
ify the rigidity of the statute, in no 
case, however, diminishing the award 
on this account, but it might be ad- 
visable to allow a definite increase of, 
say 33 1-3 per cent. for vocational rea- 
sons alone. Formerly the commission 
was not permitted to consider any in- 
jury short of loss of or loss of the use 
of a member as other than a simple 
disability case, but now the commis- 
sion has power to make an award on 
proportionate loss of use of a member, 
thus preventing much injustice to the 
injured person. Under the former plan 
it was even possible for a man who for 
vocational purposes had lost one eye 
to receive less compensation than if 
he had lost a little finger. There is 
also justification for granting compen- 
sation for certain disfigurements. Pro- 
vision should also be made to give the 
claimant returning to work at a lower 
wage than he formerly received, two- 
thirds of the difference between his 
old and new wage with certain maxi- 
mum limitations. It is also proper to 
increase the maximum compensation 
for the loss of a hand, arm, foot, leg, 
or eye. 


never remitted to the insurance com- 
pany’s treasury, but stays in the town 
where the premium is written. Most 
states have Resident Agents’ Laws in- 
tended to compel the companies to do 
business through local agents and to 
secure to local agenis their commis- 
sions. The picture of loss ratios which 
is obtained by employing as a denomi- 
nator the premium written on the face 
of the company’s policies is, in fact, 
erroneous. The denominator should, 
in reality, be 75 per cent. of that prem- 
ium, since only seventy-five cents out 
of a dollar ever reaches the company’s 
treasury. This is often overlooked by 
the insured, but it is always a fact. 
It is sometimes overlooked by  in- 
vestors in new surety companies, who 
are surprised to find that while the 
real loss is double the apparent loss, 
the real premium is only three-quar 
ters of the apparent premium. 
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Brokers will find a demand for this Protection. Inquiries 
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Under an amendment to the New 
York law compensation for permanent 
total disability is awarded in cases in 
which the claimant loses a hand, arm, 
foot, leg or eye having previously suf 
fered the loss of one or more such 
members. The totality is no more 
chargeable to the last accident than to 
the first. The proper way to handle 
such a matter would seem to be to 
charge the present employer with the 
result of the last accident and to throw 
the combination result of the totality 
upon industry as a whole. This may 
be done by adding a small additional 
rate upon each risk or by collecting, 
as New York has done, in each death 
case in which there are no dependents, 
a fixed sum of $100 which contribution 
has been sufficient to establish a fund 
to take care of the permanent total 
cases. This has done away with the 
objection of employers to employing or 
reemploying crippled or defective work- 
men, 

The statutory method of providing 
for permanent partial disabilities not 
included in the schedule is to pay 
two-thirds of the difference between 
the old wages and the new, but 
the administration difficulties are nu- 
merous. The claimant may refuse 
to return to work; changed indus 
trial conditions may cause the claim- 
ant to earn more or less than he 
earned at the time of the accident; 
the claimant may experience intermit- 
tent employment—sometimes employed 
and sometimes not. The method fol- 
lowed in New York in such cases is 
to allow the workman and the em- 
ployer (or his insurance carrier) to 
present themselves before the commis- 
sion with a proposition to adjudicate 
compensation by a _ single payment 
commuting all future payments. More 
than 5,000 such cases a year are thus 
adjusted. The chief defects of such a 
plan are (1) the danger of introducing 
the “settlement,” so called, in which 
the obnoxious element of the old plan 
may be perpetuated and (2) the danger 
which always attends the giving of 
compensation in a lump sum against 
which is the general tendency of com 
pensation laws. The first objection is 
entirely avoided by the commission's 
active interest in every case. The sec 
ond defect is overcome largely by or- 
dering the payment of the lump sum 
periodically where there is indication 
that it otherwise might be wasted. 


W. C. Archer Talks 


William C. Archer, deputy commis 
sioner in charge of Bureau of Work 
men’s Compensation, New York, said 
the New York jurisdiction has five 
claim offices, located in as many cities 
The largest office is in New York City 
and to this is attached the principal 
medical office in charge of the chief 
medical examiner. 


GETTING BURGLARY BUSINESS 


There are still a number of represen- 
tatives who are not aware of the large 
volume of burglary business that can 
be obtained with a small amount of ef- 
fort. One agent in a city of less than 
100,000 inhabitants recently decided to 
make a special drive for this line 
and in less than a week he wrote $1,700 
in premiums on bank and hold-up pol- 
icies. The results he obtained made 
him an enthusiastic worker for busi- 
ness of this class, and he is building an 
excellent account. 


RISKS NOT WANTED 

In burglary insurance circles particu- 
lar attention is being called to the many 
losses now being reported on automo- 

ie tire and accessories dealers and as 
a consequence a large number of new 
risks of this class are being offered. 
Drug risks are also prominent, owing 
to the drastic restrictions placed on the 
sale of narcotics. These risks need 
careful watching. Liquor stocks are 
also extremely hazardous, especially in 
dry localities. 
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Reflections On A $12,000 Suit 

A suit for $12,000 brought by a man 
who was injured by a commercial truck 
reminds the Travelers anew of the 
need of sufficient limits on liability 
policies. 

One of our middle-western man- 
agers writes about the case of a well 
known newspaper plant in which an 
extremely serious elevator accident oc 
curred, says the company in “Protec 
tion.” The manager of the plant was 
considerably exercised, and felt that 
he was in for heavy damages; but he 
had forgotten that the Travelers man 
ager, through the broker, had ap 
proached him several months before 
and had induced him to take increased 
limits in his general liability insur 
ance, 

“Look it up immediately,” he said 
with eagerness, “and see how much in 
surance we have.” 

When he was told that the newspaper 
had limits of $10,000 and $25,000, the 
changed expression on his face was 
worth going miles to see. He warmly 
expressed his appreciation of the man 
ager who had made it his business to 
have the assured in question suffi 
ciently covered 

They may be hard to convince at 
first, but they are grateful when the 
Icss comes, 

* w * 
Golf Tournament Results 

The annual golf tournament of the 
Casualty and Surety Club was carried 
through lasi Tuesday with true Casu 
alty and Surety Club enthusiasm. 
Bight events were scheduled over the 
Siwaynoy Course at Mt. Vernon, the 
winners of which were C. H. Kellogg, 
Aetna Casualty & Surety, winner of 
Ralph H. Folsom memorial cup for best 
low net score 36 holes; W.H. Conroy, 
Massachusetts Bonding, winner medal 
for second best low net score 36 
holes; C. B. Tibbett, American Mutual 
Liability, winner of President’s cup for 
match play against par 18 holes; EK. H. 
Morrill, Jr., Aetna Casualty & Surety, 
winner of medal for low net score 18 
holes; W. P. Harvey, Fidelity & De 
posit, winner of Kicker’s Handicap low 
net score 18 holes; S. KE. Sharwood, 
Hutchinson & Rivinus, Philadelphia, 
winner of medal for low net score 36 
holes for guests only; Hugh R. Lou 
don, Liverpool & London & Globe, and 
George Brooke, Philadelphia broker, 
jie for second best low net score 36 
holes for guests only; Charles Howard, 
United States Fidelity & Guaranty, 
winner of putting contest for non-golf- 
ers only. 

* * * 
Trucking Cover Demand Grows 

The demand for blanket coverage of 
goods carried by motor transit lines 
between cities seems to be growing 


pil} 











and several lines covering New Jersey 


concerns were offered in New York 
this week. The agitation for a broader 
form of coverage o? this hazard was 
started in New England and it is  e- 
ported that three of the Hartford com- 
panies will shortly issue a policy for 
this purpose, 
a a a 
C. E. Woodman With Ocean 
The Ocean Accident this week an- 
nounced the appointment of CGC. E. 
Wocdman, formerly examiner in the 
casualty department of the New York 
Insurance Department, as chief exam- 
iner of the company. 
m ed * 
To be an Active Year 
Although the International Claim As- 
ociation only recently held its annual 
meeting, President James G. Madigan 
and his associates are at work on the 
Association’s plans for the coming 
year. It seems likely now that the 
next convention will be held at an 
Mastern point. Lake Placid, New York, 
is much in favor among the members. 
4 + + 
May Cut Bank Rate 
Whether the surety and burglary 
companies will agree to make a reduc- 
tion of ten per cent. in bank business 
is still undecided. One company in 
particular seems inclined to meet the 
argument of the American Bankers <As- 
sociation that such a reduction should 
be made. The Association holds over 
the companies the possibility of estab- 
lishing an association insurance com- 
pany to handle this insurance. 


EFFECT ON SMALL COMPANY 
Views of Western Man on Proposed 
Health and Accident Policy Con- 
tracts 


Discussing the probable effect upon 
the smaller companies of the adoption 
of proposed uniform, standard health 
and accident policies, E. C. Budlong, 
vice-president of the Bankers Accident, 
Des Moines, says the proposed change 
is undoubtedly in the right direction. 
He finds the popular form now a 
straight single indemnity policy, not 
unlike the form proposed. 

He does not favor a standard policy 
but believes that a policy such as pro- 
posed by the committee should be sat- 
isfactory at the prices quoted, and that 
any company should have the privilege 
of selling any policy it desires at an 
extra premium, using the proposed 
form as a basis and the proposed rate 
as a minimum charge. 

The matter of double, triple or quad- 
ruple travel indemnity, immediate sick 
benefits and partial disability indemnity 
is one of premium rate only, and in his 


Banks Fidelity and 
Burglary Company 


STILL UNDER CONSIDERATION 


Proposition Now Before A. B. A. for 
Adoption—Views of President 


Hinsch 
President Hinsch, of the American 
Bankers Association, in his annual re- 


port, made the following comment on 
the company which the members of 
the association have been contemplat- 
ing organizing: 

“There has been an insistent demand 
for a number of years that considera- 
tion be given to the question of organ- 
izing a company within the member- 
ship of the American Bankers Asso- 
ciation, devoted to the writing of fidel- 
ity and burglary insurance for member 
banks, this demand being the product 
of the belief that the rates now charged 
by the old line companies are out of 
harmony with the risk assumed. 

“At the Atlantic City convention a 
special committee was authorized to 
consider this subject. The committee 
devoted considerable time to the prep- 
aration of data, which was presented 
at the Spring meeting, with the recom- 
mendation that the Executive Council 
take favorable action in advocating the 
organization of an insurance company 
along the lines suggested. The Execu- 
tive Council approved the suggestion 
and the proposition will be presented 
to you at this meeting for final action. 

“It is the belief of the committee 
that a company organized along the 
lines suggested, under proper manage- 
ment, can extend rates materially lower 
than those now charged, and at the 
same time pay reasonable dividends 
upon the capital invested. It is dis- 
tinctly understood that if the company 
is organized, it will not adopt a title 
that will indicate that the American 
Bankers Association is either directly 
or indirectly identified with the move- 
ment. If the company is launched, the 
American Bankers Association will not 
have any financial interest in the en- 
terprise, nor any voice in its manage- 
ment, and will therefore not in any 
way be responsible for its future.” —~ 


opinion the small company with limits 
of $5,000 would be placed in an unfa- 
vorable position if it could not offer 
other inducements than the large prin- 
cipal sum granted by big companies. 

The action of the big life companies 
in issuing policies paying double in- 
demnity for accidental death gives the 
accident company an opportunity to 
sell policies covering loss of time only 

eliminating the speculative features. 

If, as is claimed, the death feature is 
profitable, why not increase the rates 
for weekly indemnity to a profitable 
point even if it takes a few frills to 
justify the increase and confine the 
risk to the features that make accident 
insurance worth while? 

Mr. Budlong sees no reason why a 
more liberal indemnity policy cannot 
be sold at practically the rate now 
charged for the combination, $60, and 
his company’s experience justifies it in 
believing that such a policy will sell, 
confining the risk to indemnity for 
loss of time. 


Growing Demand For 
Check Raising Cover 


U. S. F. & G. ENTERS FIELD 
T. F. Bowes, Specialist in This Branch 
for Three Years, Outlines Big 
Opportunity 





During the past few weeks three 
companies have ‘taken up the writing 
o! check raising and check alteration 
indemnity, and this week the United 
States Fidelity & Guaranty entered the 
field also. The three other companies 
which have recently taken up this bus- 
ines's are the Fidelity & Casualty, Na- 
tional Surety and the Globe Indemnity. 

In 1915 check raising insurance was 
written by the Casualty Company of 
America through Thomas F. 
general agent and on the failure of that 
company the New Jersey Fidelity & 
Plate Glass reinsured the business and 
Mr. Bowes ssince ‘hat time has been 
operating as general agent of the New 
Jersey Fidelity for the United States 
for this branch of the business, with 
offices at 50 Broad St. Mr. Bowes be- 
lieves there is a great opportunity in 
this business, particularly for’ the 
broker, and told The Eastern Under- 
writer this week that he was glad that 
some of the casualty companies were 
acting on his suggestions of four years 
ago that this business would be a fer- 
tile field for them ito operate in. 

Mr. Bowes says that some of the 
largest commercial houses and banks 
in the country have come to appreciate 
the fact that insurance is the only com- 
plete way they can proteci themselves 
and their clients from loss through the 
f-audulent raising of checks and that, 
while the business to a large degree re- 
quires a specialist, it would neverthe 
less be profitable from a_ brokerage 
point of view also. 

Mr. Bowes has had a wide experience 
in this field and is probably one of the 
few men in the country who knows 
this branch of the business from all 
sides. 


Bowes as 


American Bankers 


Committee Report 
(Continued from page 20) 


cognizant at the time of its occur- 
rence.” As the so-called “snatch theft” 
losses have never been heretofore cov 
ered except in the high-priced blanket 
bond or in the Lloyd’s policy, it is to 
be expected that this change in the 
new policy will pay many losses of 
member banks covering which hereto- 
fore they have had no claim. 

Licenses are being issued to all re- 
putable insurance companies applying 
for same, and the insurance agents or 
companies with whom the banks have 
heretofore transacted their insurance 
business should be able to supply 
promptly the new policy upon request. 

H. G. PARKER, Chairman 
OLIVER J. SANDS 
H. P. BECKWITH 
L. W. GAMMON, 
Acting Secretary. 





I ital aie anc taenials deuce yueib <b: 
Surplus over all liabilities........... 


This Company issues contracts as follows: 


Damage). Automobile (Personal Injury, 


surance; Fly-Wheel Insurance, 





The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 


SEMI-ANNUAL STATEMENT JUNE 30, 1918 
Srna een rr $15,684,739.43 


Losses paid to June 30, 1918........... 


Health, and Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 
Insurance, Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
) z Property Demage and Collision), Physicians, 
Mrnegists. Owners and Landlords, Elevator, 


«- 12,471,369.12 
1,000,000.00 
-e _2,213,370.31 
bin eu vuae eases ewseaate 63,244,803.06 
Bonds: 






Fidelity Surety Bonds: Accident, 


Workmen’s Compensation—Steam Boiler In- 





BUSINESS=BUILDERS 


DEVELOPING 











BOSTON 
Paid-In Capital $1,500,000 





Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 
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CASUALTY AND SURETY POINTERS 





William G. Curtis, 
“Attacking” Aetna Manager at 
The Only Secret Albany, N. Y., asks 
of Success his agents if they 
realize that the 
future of their surety business depends 
upon how well they understand it and 
the requirements of the Company. In 
other words, how many risks have 
agents turned down or declined to han- 
die because they did not know what ap- 
plication to use, rate of premium, etc., 
and had not the time to obtain the 
information? Bonds must be handled 
quickly and bond business goes to the 
agent who best understands what de- 
tail is necessary to make a risk ac- 
ceptable. 

In many localities there is one man 
who is known to almost everybody in 
town as the fellow who can furnish a 
surety bond. The fame of the accom- 
modating “Bond Man” has been ac- 
quired because he has taken the trou- 
ble to inform himself concerning the 
requirements of the Company he repre- 
sents, and can give applicants for bonds 
satisfactory answers and supply their 
needs with the minimum of “red tape” 
and delay. How does he do it? By 
knowing how and daring to approach 
the prospective customers. Let the 
man who has to make his fortune in 
life remember this maxim: ‘“Attack- 
ing is the only secret. Dare and the 
world always yields, or if it beats you 
sometimes, dare it again and it will 
succumb,” 

The first “attack” for the novice in 
the surety business is to gain a good 
idea as to the distinction between the 
various kinds of bonds written, 60 
that he may readily classify any risk 
under consideration, as one involving 
only the fidelity or honesty of the ap- 
plicant or an obligation in the nature 
of a financial guarantee, and proceed 
accordingly. After an agent has once 
reached that point of discernment, the 
rest is easy, involving as it does only 
the “attacking” to get the business on 
the credit of the applicant and know- 
ing what forms to use. 

Therefore, study the surety business 
so that you may be known as “The 
tjond Man” of your community. Such 
a reputation once acquired will prove 
to be a very good asset, which will 
improve as rapidly as you succeed in 
inducing the people about you to drop 
the custom of asking their friends to 
sign their bonds, and be independent 
by resorting to corporate surety. 

* a cad 


John d. Kennedy, 

Interprets claim manager of 
the Disability the Provident Life 
Clause & Accident, gives 


this interpretation of 
the total disability clause in the 
“Provident Review” 

Occasionally new agents, and some- 
times agents with years of experience, 
call upon us for interpretation of the 
total disability clause in our policies. 
The intent and purpose of that clause 
in accident or disability policies is to 
Provide payment of indemnity during 
the time the assured is necessarily, 
continuously, totally disabled ag a re- 
sult of any accident which may be 
covered by the particular form of policy 
carried by the assured. Please re- 
member that there are many so called 
“accidents” which are not the result. of 
accidental means intended to be cov- 
ered by accident policies and where 
there is any doubt about any such case 
it is wise to always confer with the 
claim department before admitting lia- 
bility or even discussing the merits of 
the claim. 

_ Disability means incapacity or the 
Inability to perform any act. In acci- 
dent insurance disability would be in- 
terpreted to mean inability to perform 
the duties of the occupation in which 
the assured was engaged when insured 


and in which he was classified by the 
company. Total disability, therefore, 
would mean inability of the insured 
to perform any of the duties of his 
occupation. 

Partial disability under the accident 
clause of the policy would therefore 
mean inability of the insured to per- 
form some _ of the essential 
daily duties of his occupation. During 
the period of either total cr partial 
disability the policies require the reg- 
ular, personal treatment of a physician, 
which is a point well worth remember- 
ing. Pain or inconvenience is not dis- 
ability. A personal investigation on 
the part of the agent, as well as a 
visit to the attending physician or em- 
ployer, is always a good way of test- 
ing whether actual, necessary, total or 
partial disability exists, and in any 
case of doubt the agent should make 
this a rule. 

Very often claimants, and occasion- 
ally some agents, present proofs where 
policyholders claim indemnity for par- 
tial disability from sickness. Our poli- 
cies do not provide payment of any 
portion of the indemnity for partial 
disability from sickness or disease. In 
other words on a sickness claim (not 
accident) it is necessary for the in- 
sured to be totally disabled and receiv- 
ing regular, personal treatment of phy- 
sician during the time indemnity is 
claimed. 

There are many times when policy- 
holders may claim indemnity in excess 
of the time they are actually disabled. 
Very often attending physicians in com- 
pleting final proofs, do not know when 
the insured resumed duties and there 
fore agents would do well to make 
some investigation on all claims in 
order to see that the proofs are cor- 
rectly completed and properly present- 
ed. Where there is any doubt or error 
the agent would facilitate prompt ad- 
justment of claims by covering those 
points in a letter attached to the claim 
proofs. 

From time to time we hope to dis- 
cuss various clauses of the policies, but 
in the meantime if any our agents wish 
information on any specific clause of 
the contract or on any point of the 
business, we will be glad to give the 
desired information without delay. 

s - a 

Just what a winner’s 
record means to him 
in this business is well 
presented in “The Stan- 
dard Bulletin.” Apart 
from the pride and satisfaction to be 
had in being a record man, its biggest 
value is in just what it means in dol- 
lars. You are in this business for the 
money you can make from it, and be- 
cause winning a record PAYS then by 
all means every ounce of energy you 
possess should be laid out in getting 
that record. But the advantages of a 
big record go even farther; a winner’s 
record iis the most self-satisfying and 
valuable non-money asset that can pos- 
sibly be owned. You think more of 
yourself, your friends, associates, busi- 
ness acquaintances and clientele find it 
out and have a better opinion of you 
and your business ability and place 
more confidence in you, You yourself 
are encouraged and enthused by the 
knowledge that you have accomplished 
something worthy of recognition. You 
find still greater success possible and 
rise to it. It broadens your ability and 
opens up new possibilities. Go after a 
big record. 


Influence of 
A Winner's 
Record 
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There are two methods 

How to of treating the daily 
Read the war-news: one is to fol- 
War News low its varying tale of 
glee and gloom with 

close absorption. This method is hu- 











W. E. SMALL, President 








PETER EPES, Agency Mgr. 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,688,506.87 


E. P. AMERINE, Secretary 


GEORGIA 











HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


CHARTERED i874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 





47 CEDAR STREET 


Alonze G. Brooks, Asst Sea 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 
General ‘Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








- THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869 New England 


_ London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 





F. J. WALTERS 
Resident Manager 
58S JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
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COLLISION, 


W. F. Murphy & Co., Res. 


$500,000.00 





Capital 








CHICAGO BONDING AND INSURANCE COMPANY 
4 WRITES the following lines of INSURANCE 


FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 
ACCIDENT AND HEALTH, 
Charles R. Culyer & Co., Resident Manager, 
Geo. S. Dippold, Res. Mar., 
Mers., Union Trust Bldg., ’ 
J. Ramsay Barry Co., General Agent, 10 South Street, Baltimore, Md. 
R. H. Lambert, Branch Manager, - 


Surplus to 
F. 0. ROBERTS, Vice-Pres. and Gen. Mgr. 


MONTHLY PAYMENT 
428 Walnut St., Phila., Pa. 
1107 Peoples Bank Bldg., Pittsburgh, Pa. 
Jersey City, N 


— 


Equitable Bldg., Washington, D. (€ 
Policyholders, $825,544.20 
HOME OFFICE: CHICAGO, ILLINOIS 





man and exciting, but it involves much 
useless wear and tear of the spirit, and 
repeated distraction from the real busi 
ness here and now in hand. The other 
is to disregard the daily shifts and 
movements in the war picture, so as 
to keep your attention concentrated on 
the long haul and the final outcome. 
Growing warm and cold, alte;nating 
between enthusiasm and depression 
with the daily news, not only wastes 
your energy, but unconsciously will 
make you fluctuate in the zeal and in- 
tensity of your work and in your de- 
termination as a patriot. <A _ publica- 
tion of the United States Food Admin- 
istration gives excellent advice on this 
point: 

“It is good business, good patriotism 
and good conservation, to forget most 
of the headlines in the morning paper; 
and concentrate strictly upon the long, 
hard grind between today and the final 
result. That will save your spirit, buck 
up your resolution, and enable you to 
do your utmost in winning the war. 
Moreover, it will help you to get out 
of the war, as a business man and a 
patriot, the utmost benefit from war 
adjustments. Those adjustments make 
for wiser and more economical personal 
habits, as well as a business grounded 
in sound economy.” 

John Donahue, Philadelphia, recently 
placed a plate glass policy in the Mary- 
land with a premium of $4,937. 











FARRISH’S CHOP HOUSE 
Cor. John & William Streets 
THE PLACE in the Insurance District 
to eat lobsters 
" NOW IN SEASON 

Whole cold lobster 75c. 
Whole broiled lobster 85c. 











POLICIES AS IDENTIFICATION 

Now that so many men find that they 
possess no positive proof when they 
were born, they are resorting to their 
life and accident insurance policies to 
determine taat important question. 
There is an opportunity for some com 
pany to originate a neat, durable card 
of identification for policyholders who 
wish it, which would he accepted as 
evidence by the Government that the 
holder has not misrepresented his age 
to escape the draft 


BONUS ON BUSINESS OF WOMEN 

To aid in its campaign for more ap- 
plications from women, the Massachu- 
sett Accident offered a bonus on 
all women risks written during August 
The plan is similar to the one applying 
to chauffeurs and garage and service 
station owners and employees which 
was conducted during June. As a class 
the percentage of cases where acci- 
dent and health insurance is carried 
by women is 6mall—much smaller than 
in the case of men employed in the 
same occupation. 
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All men fear me ! 


I declare that Uncle Sam shall not go 
to his knees to beg you to buy his 
bonds. That is no position for a fight- 
ing man. But if you have the money 
to buy, and do not buy, I will make 
this No Man’s Land for you ! 


I will judge you not by an allegiance 
expressed in mere words. 


I will judge you not by your mad 
cheers as our boys march away to 
whatever fate may have in store for 
them. 


I will judge you mot by the warmth of 
the tears you shed over the lists of the 
dead and the tnjured that come to us 
from time to time. 


I will judge you not by your uncovered 
head and solemn mien as our maimed 
in battle return to our shores for lov- 
ing care. 

But, as wise as I am just. I will judge 
you by the material aid you give to 
the fighting men who are facing death 
that you may live and move and have 
your being in a world made safe. 


I warn you— don’t talk patriotism 
over here, unless your money is talk- 
ing victory Over There. 


I am Public Opinion! 


As I judge, all men stand 
or fall! 


Buy U. S. Gov’t Bonds Fourth Liberty Loan 


Contributed through Division of Advertising United States Gov’t Comm. on Public Information 
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